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FORD te mame - EVERYTHING FINE IN FLUSH DOORS 


Lowest 
in Price 










Warpage 
Limits Within 
Bureau of 
Standards 
Specifications 






Distributors — Valuable 
Ford Flush Door fran- 
chises still available in 
some areas. Write to- 
day for complete infor- 
mation. 


Retailers — Ask us for 
the name of your near- 
est distributor. 
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Beautiful 
3 Equal Ply 
1/20 Birch 

Veneers 
Throughout 





V All-wood 7-ply construction to resist warpage — add 
strength and rigidity. 

V Attractive 3-ply 1/20 Birch veneers make any room more 
beautiful. 

V Bonded with highly water resistant glue. 

V Two lock blocks for hanging on either side. 

V Interior and exterior models, air vents top and bottom. 


Preferred everywhere for homes, apartments, offices, 
hotels, schools, etc. The beautiful birch faces of Ford 
flush doors match any room decor, suit any architec- 
tural style. Quality materials and workmanship 
throughout. 














Preferred by distributors and dealers, for Ford Doors 
combine beauty and performance with lowest price. 
Volume production permits minimum cost — with no 
sacrifice of quality. This guarantees customer satis- 
faction; means high profits for you! 


INVESTIGATE NOW! WRITE TODAY FOR FULL DETAILS 








NORTHPORT FLUSH DOOR COMPANY 


NORTHPORT, MICHIGAN 
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1—Organization of an integrated and articulate construction industry 


which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
merchandising-minded journalism and service toward these ends. The 
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RESERVE SUPPLY SELLS AND USES 
REYNOLDS /ifefime ALUMINUM 
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Riverhead warehouse of Reserve Supply, showing Reynolds Lifetime 
Aluminum .024” Corrugated applied in 1946. 


Published in the interest of better 
company-jobber-dealer relations. 
Write for literature on any or all 
of these products. Reynolds Metals 
Company, Building Products Divi- 
sion, 2001 South Ninth Street, 
Louisville 1, Kentucky, 
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The Reserve Supply Corporation of Mineola, New 
York, has served the building material dealers of 
Long Island for over twenty years. Early in the post- 
war development of aluminum building products, 
Reserve saw the opportunity ahead...the advantages 
of no rust, no painting, easier handling and lower 
installation costs, plus radiant heat reflection where 
this factor applies. 


They proved these advantages in their own build- 
ing, as the photos on these pages show. That’s the 
best of recommendations, after all...to use, yourself, 
the products you sell. 


From a small order of several thousand dollars of 
corrugated roofing, Reserve has increased its volume 
in Reynolds Aluminum building products more than 
ten-fold. Gutters and downspouts, flashing and re- 
flective insulation are featured as well as roofing and 
siding. The company now sells to 300 or more 
dealers on Long Island. 


As more aluminum becomes available, sales are 
bound to grow...because Reserve has continued to 
emphasize service, keeping dealers informed with 
complete catalogs, latest information on new prod- 
ucts, and a regular weekly bulletin, 


A. M. Crittenden, General Manager, sums it up. 
“We are proud to have been a trail-blazer for 
Reynolds Aluminum building products. Ten thou- 
sand square feet of industrial corrugated on our 
new warehouse is pretty conclusive proof that we're 
sold on aluminum s advantages,” 


& REYNOLDS | 


Tune in every Week . 
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V/ASHINGTON REPORT 


Heuse Votes Decontrol. Credit restrictions, hav- 
ng to do with down payments on houses, got 
relaxed; through the joint action of the 
‘ederal Reserve and the HHFA. Then, 
whammo! On the day the change went into 
ffect, the House Banking Committee up and 
stuck a handful of knuckles into the assorted 
faces of the two agencies. This little present 
consisted of a top-heavy vote by the commit- 
tee to scrap all. Federal controls over real 
estate. If Congress goes along with the com- 
mittee action, this will have the effect of send- 
ing Regulation X down the bay on a garbage 
SCOW. j 


House, Senate Battle, The House Banking group 
was working out a bill to replace the Defense 
Production Act, which expires on June 30. 
The Senate had already worked out its version 
of the D P Act rather completely, and in fact 
passed it the following day. There was quite 
a lot of difference between the two bills; and 
it’s probable that the oddments and variants 
got put in for the purpose of giving the confer- 
ence committee something to trade with. The 
Senate continued real estate credit controls. In- 
cidentally, a provision was added, amending the 
Walsh-Healey Act. That law, as you remember, 
guarantees payment of prevailing wages in the 
production of items purchased by the govern- 
ment. The amendment, if finally adopted by 
both Houses, would permit court review ‘of 
decisions made under Walsh-Healey. 


Race for Adjournment. Both Houses were work- 
ing against time, to come out ahead of that 
expiration date and the Chicago Conventions 
but at this writing nobody on the Hill or in 
the agency or association offices wants to guess 
what will happen. The new bill, because of the 
differences between Senate and House pro- 
visions, wilk have to go to conference. If there 
isn’t a conference agreement, the old law will 
‘e extended for a time; since there seems to 
be no intention of letting the whole law bow 
out. There appears to be no passionately held 
differences between House and Senate; so the 
chanees for a new act by the expiration date 
are pretty good. So Regulation X is up before 
Hizzonor, the Congress; and what the verdict 
will be is known to no one in Washington as 
these lines are written. 


NRLDA—Scrap X. The NRLDA thinks Regula- 
tion X has no useful function now, and may 
never have had. The association thinks it’s been 
a road block, in the way of getting necessary 
loans and of promoting the sales of needed 
houses. So NRLDA has put the full weight of 
its great power behind the project of retiring 
the regulation. 


BuILpING Propucts MERCHANDISER 


Government Wants Controls. The Federal Re- 


serve and the HHFA have been unhappy over 
the thought of losing the right to use these 
credit curbs. The agencies don’t want to use 
them in a big way at present; but they think 
Uncle isn’t as nearly out of the inflationary 
jungle as he may think. Administrator Foley, 
of the HHFA, stated that the revised down- 
payment regulation, together with some other 
changed factors in the mortgage field, would 
“support a production of about one million 
housing starts this year.” Federal officials in 
the construction field usually get ants in their 
pants, but definitely, when they imagine more 
than a million new houses in ’52. Pass that 
figure, and they see a roaring competitive race 
for materials; with Ol’ Man Inflation stoking 
up the fires. 


Mortgages easier. Whether the modified regula- 


tion is allowed to carry on a little while, or 
whether it’s consigned to the morgue right 
now by lethal legislation, there isn’t too much 
agreement among local industry leaders, in 
Washington, about what either of these courses 
would do to house building; during the last 
half of the year. Most of these leaders think 
building ought to be pretty good ; provided there 
is something that can be used for mortgage’ 
money. There’s said to be evidence that loan 
reservoirs are filling up; also that customers 
who held back in the spring, waiting for some- 
body to arrange an accident for Regulation 
X, are generally getting loans and starting to 
build their picture windows. 


Pie in the sky. Some would-be home owners are 


disappointed and sore. Relaxing or repealing 
those credit rules; that ought to mean some- 
thing, such as no down payments at all. 
Houses easy to pay for. All that stuff. Surpris- 
ing how many daydreamers there are. Well, 
changing the rules means that Joe Doaks still 
has to deal with money lenders; and a banker 
didn’t get to be a banker by letting day- 
dreamers dream on. Houses still are supposed 
to get paid for; and that annoys some people. 


Boom remote. Edward R. Carr, of the Washing- 


ton Real Estate Board, really doesn’t expect 
builders, bankers and buyers to get up an 
agitated building boom right away. In fact 
those buyers seem not to be allergic to buying 
panics any more. Mr. Carr reminds inquirers 
that quite a lot of houses have been built since 
the Second Global war; and this has pretty 
well taken care of the “desperation market.” 
House buying and selling has recovered some- 
thing of the earlier caution; with Doaks once 
more looking across his nose like a fifer. 
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easy to sell 


TFC ironwork! | 










eye catching 


Three distinctive designs 
to fit any size screen 
door. Very popular as 
corner ornaments for 
beautiful picture win- 


dows. 
] ‘ 











Standard ornamental iron 
columns and brackets 


Formed and tooled by precision machinery. 
Easily stocked by dealers to sell for less than 
custom built ironwork. TFC’s custom engin- 
eering service is available for your custom 
fabrication work. 


More and more alert building supply dealers 
and building contractors are proving every 
day that it pays to sell TFC ornamental 
ironwork. Modern production line methods 
mean outstanding ironwork at lower ‘prices 
with extra profits for you! TFC's easy-to- 
stock, ready-to-install designs are ideal for 
modernizing old homes, for added distinc- 
tion on new structures. 


PORTICO" 


Feely 









+ 
ae? 
= 


Suton 
(< 


w~ 

é 

. 
a 


ze: ane 3 

A at 
05 ae 
4 














m 
Sah 
ae 
>< 


— 
oe 
as 
if 
4. 


~ 


, 
“a 
3e.4! 


SS 





on ay 
et & 
~~; 

¥ 
at @. 


< 


MZ 
<= 
a 





‘stile ANNE gsc NOI eee 
~ 

or 

- 


ae 
te 

at 
ate. 


i, 
ez 
> 


*Pat. Pend. TFC 


adds beauty, sells fast .....cce- 


Ready-to-go-up, Portico makes a permanent porch for entrances up to 5’ x 8’. Comes 
in kit form, complete 12” x12” x8’ carton contains two ornamental iron columns 
(choice of three popular column designs), nails, moulding, trim and roof section 
framework. You make an extra sale on the plywood ceiling panel, roof deck penel 


and roofing to match house. 


TFC Weathervanes =— — 





Colorful weathervanes in attractive designs. Quick-moving 


items at popular prices. 


SF 

























TFC ornamental 


Choice of eight popular designs 
in both cast and wrought iron. 
Replaces wooden mailbox stand 
with a beautiful permanent iron- 
work design. Every rural 0x 
holder is a good prospect. 


Write for full information about TFC ironwork and the TFC plan for building dealer profits. 


Tennessee Fabricating Company 


1490 Grimes St. 





Memphis, Tena. 
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NEWS BRIEFS 





Defense Plants Convert. Reconversion of defense plants—a 
phrase not heard since the hectic postwar days of late 1945, is 
avain creeping back into the parlance of manufacturers of con- 
sumer durable goods. Reconversion is making its appearance long 
b fore the date envisaged by the defense mobilizers—1953 or 
1954, ee 

Appliances first. It is coming to the forefront at big appli- 
ance plants, for two reasons: first, the defense stretch-out has 
cut the production goals on jet engines, and second, more ma- 
terials are becoming available for civilian output, and keen com- 
petition is forcing producers to place civilian output on the most 


eflicient basis. 
* * * 


G.E. Gives Sign. The first sign of reconversion was the an- 
nouncement by General Electric that its new huge Appliance 
Park, at Louisville, originally scheduled to make both civilian 
appliances and jet engines, would be used solely for the produc- 
tion of appliances. Hotpoint this fall will retool its plant at 
Cicero, a Chicago suburb for home refrigerators, converting from 
jet engine components production. 

* * * 


Inventories up. The need for aggressive selling in future 
months is well illustrated by the latest business inventory figures 
from the U. S. Dept. of Commerce. Total inventories increased 
$400 million during April. Manufacturers’ and retailers’ stocks 
each increased almost $250 million, with the gains occurring 
almost entirely in durable goods. Wholesalers’ inventories were 
almost $100 million below the previous month. Inventories of 
building materials and hardware were little changed from March. 

Korean Veterans. The Teague bill passed by the House, ex- 
tends all benefits to Korean veterans and contains the first federal 
compulsory warranty on all FHA insured and VA guaranteed 
housing sold to veterans. The bill also gives the VA statutory 
authority to refuse to appraise for builders with questionable 
records and to refuse to guarantee loans made by lenders who 
in the opinion of the VA have not serviced loans adequately. The 
Senate will bring the bill up for floor action in the near future. 


Fannie May. The Maybank bill, authorizing $900 million for 
Fannie May and providing other funds, has been passed by the 
Senate and it is expected that the House will also pass the meas- 
ure without significant changes. . 

Victory for private housing. The final tally shows that public 
housing was defeated 378,343 to 258,718 in Los Angeles County. 
The vote was roughly three to two against a measure that would 
have siphoned $110 million out of the public treasury into 10,000 
dwelling units. The projects would have deprived the county of 
at ieast $65 million in tax revenue yearly. 

Slums always with us? Federally subsidized housing puts up 
extra dwelling units for a selected few while the slums stay on 
until they literally fall apart. What has been done? The best 
example is in Baltimore, where hundreds of blocks of slums have 
been rehabilitated, made into decent, modernized shelters at no 
Increase in rents and all by private enterprise and civic groups 
working as a team. 

* * * 

Los Angeles Planning. The Apartment Association and other 
allied organizations are now going ahead along the lines of the 
Baltimore plan, Fritz Burns and other home builders in the area 
are planning on a “pilot block” for a extensive program of re- 
habilitating blighted neighborhoods. They are thoroughly con- 
Vinced that slums are simply bad business and ready ammunition 
for the radical politician. 
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Easing Regulation X 
Called Too Limited 


The nation’s home building 
industry charged that the gov- 
ernment’s token (only $50 in 
some price brackets) relaxa- 
tion of Regulation X was only 
an effort to ward off complete 
elimination of the credit con- 
trol authority granted by the 
Congress. 

Alan E. Brockbank, president 
of the National Association of 
Home Builders, said the slight 
modifications effective June 11 
in down payments were insig- 
nificant and of little help to 
families in need of housing. 

“For example, the down pay- 
ment on a $10,000 house is now 
$1,450 where it was $1,500. The 
relaxation of $50 is of insig- 
nificant help to buyers. And 
this example can be duplicated 
in several price ranges,” Brock- 
bank said. 

“A $14,000 house previously 
required a $38,600 down pay- 
ment. The so-called “relaxed” 
Regulation X_ still requires 
$3,250 cash. Few buyers for 
this value house have that 
amount of cash.” 

“It is also unfortunate that 
no change was made in the time 
allowed for paying off a mort- 
gage. The maximum amortiza- 
tion period on homes selling at 
$12,000 or less is 25 years and 
for higher priced properties 20 
years.” 

Brockbank felt that the 
HHFA and Federal Reserve 
Board, which announced the 
slight revisions, were hopeful 
that their action would convince 
the Congress that no additional 
easing of credit controls is 
necessary. 


May Construction 
Up $220 Million 


Total expenditures for all 
new construction for the month 
of May was $2.7 billion, which 
is $220 million over the previous 
month, the Bureau of Labor 
statistics and the Department 
of Commerce jointly reported. 

Although the May figure rep- 
resents an 8.7 percent increase 
over April, it is $102 million 
less than the $2.6 billion for 


~May 1951. 








The BLS-Commerce figures 
showed that all major cate- 
gories of construction increased 
in activity over the month of 
April. Private construction 
amounted to $1.6 billion in 
April, and rose to $1.8 billion 
last month. New units account- 
ed for $810 million of this total 
during May, and additions and 
alterations, $90 million mints 
the same period. 


Non-residential construction, 
which includes commercial and 
industrial work, showed an in- 
crease of 1.6 percent in May 
1952 over the previous month. 
May figure was $392 million, 
and for April $386 million. The 
majority of construction cate- 
gories listed by BLS showed 
a slight decline in the May 1952 
amount as compared with the 
same month in 1951, with com- 
mercial construction taking the 
heaviest drop—37.4 percent. 
The May 1952 figure was $82 
million, and for May 1951 it 
was $131 million. 


Public construction expendi- 
tures during May of this year 
showed an increase both over 
the previous month and May 
of 1951. It accounted for $947 
million of the total during May, 
$842 million during April, and 
$810 million for May of last 
year. Non-residential building 
accounted for $338 million of 
the public construction total 
during 1952, with highways ac- 
counting for $240 million, and 
sewer and water $60 million 
during the same month. 


3,000 Housing Flaws 
Listed by Vets 


Records of investigations of 
hundreds of Detroit veterans’ 
homes said to have been built to 
“shoddy and shameful” stand- 
ards were placed before the 
House subcommittee investigat- 
ing such housing in the motor 
city. 

Warren F. Archambault, rep- 
resenting .the Wayne County 
Allied Veterans Council, pre- 
sented the records which listed 
187 builders by name and de- 
tailed 3,000 specific “‘construc- 
tion errors”. Only major er- 
rors, such as shifting roofs, 
cracked foundations and haz- 
ardous construction listed. The 
houses ranged in price from 
$6,500 to $11,500. 


10 





The subcommittee, of the 
House Banking and Currency 
Committee, headed by Rep. 
Albert Rains met for just a 
single day in Detroit. Other 
members of the committee pres- 
ent for the hearing were Reps. 
Charles Deane and Albert Cole. 


Archambault’s. records 
showed houses so poorly insu- 
lated that heat bills ran as high 
as $97 a month; showed some 
so poorly roofed that insurance 
companies cancelled policies; 
showed furnaces installed with 
short length reject piping. 
Other “errors” were one large 
group of homes in which sal- 
vaged apartment-sized hot wa- 
ter heaters were substituted for 
furnaces; common use of re- 
used lumber or softwoods such 
as pecan for flooring in some; 
buckled floors in others; 
cracked basement walls and 
floors in many; hazardous wir- 
ing with overloaded circuits in 
several groups of homes. 

Unfortunately for the veter- 
ans, most of the builders listed 
were small postwar operators, 
many of whom are now out 
of business. Adjustments are 
either extremely difficult or 
impossible. 


NPA Postponing 
Eased Controls 


The National Production 
Authority is planning to post- 
pone its relaxations of con- 
struction controls which were 
originally scheduled for July 1 





At the same time, there are 
indications that the N.P.A. 
may issue stringent new curbs 
on use of steel as a result of 
the steel strike. Officials are 
working feverishly on new reg- 
ulations, but they gave no 
hint as to what these orders 
dealt with. 

The N.P.A. had origina'ly 
planned to relax its controls 
on construction of commercial, 
entertainment and recreational 
projects by July 1. Because of 
the strike, however, these will 
have to be held off. 

In addition, the N.P.A. may 
slap a moratorium on construc- 
tion of some 2,700 _ banks, 
stores, theatres and_ similar 
projects scheduled for the third 
quarter—even if builders can 
find the steel they need. Build- 
ers of these projects, for the 
most part, have already re- 
ceived their allotments of con- 
trolled materials for use in the 
July-August -September quar- 
ter. The steel represented by 
these ‘allotments, of course, 
would not be delivered until 
later. 

One problem bothering pro- 
duction planners is the diff- 
culty of adjusting the intricate 
Controlled Materials Plan to 
the steel strike. One planner 
suggests that the Government 
may order mills, once they 
come back into production, to 
fill all third quarter “ration 
tickets” even if it takes until 
some time in the fourth quar- 
ter to finish the job. Mean- 
time, the Government would 
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Want Cheaper Rent? Move to New Orleans 
Estimated Annual Cost of Housing for a Workingman 


in Selected Cities as of October, 1951 
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MEDCO is a Four Species Ship- 
per. In Straight or Mixed Cars. 


Here are some sample 


MEDCO Items: 


OLD GROWTH DOUGLAS FIR 

Kiln Dried Flooring, Siding, Finish and 
Mouldings 

Kiln Dried 5/4, 6/4, 8/4, 12/4, 16/4 
Industrial Clears 

Unseasoned Boards—S/L & CM 

Unseasoned Dimension—2x3 to 2x16 

Unseasoned 4x4, 4x6,—Small and Large 
Timbers 


WHITE FIR 


Kiln Dried Boards—S/L & CM 
Kiln Dried Dimension—2x3 to 2x12 


PONDEROSA PINE 
Kiln Dried Finish and Mouldings 
Kiln Dried 4/4, 5/4, 6/4, 8/4 Selects 
Kiln Dried Shop and Factory Lumber 
Kiln Dried 4/4, 6/4 Commons 
Kiln Dried Knotty Pine Paneling 


SUGAR PINE 


Kiln Dried Finish 
Kiln Dried 4/4 to 16/4 Industrial Shop, 


Selects and Pattern Lumber. 
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IT PAYS TO 
STANDARDIZE 


on MEDCO 


QUALITY LUMBER 
a @ For Best Sales Results 


@ For Greater Customer 
Satisfaction 


@ For Consistent Profits 


When you sell MEDCO branded lumber you sell lumber 


that has everything. It is clean, well manufactured 


and is reliably graded. It is cut from choice 
old-growth timber harvested from our billion and 

a quarter foot tree-farm. 

MEDCO lumber is scientifically kiln dried in our battery 
of kilns. It is graded and regraded three to four 

times — at the green chain, at the dry kiln chain, at the 
planer chain, and final check is made on the shipping 
platform as it is loaded on the cars. MEDCO lumber 

is carefully loaded to prevent shifting of the stock 

in transit. 


These factors assure you the best lumber 


you can offer your customers. 


DROP US A LINE TODAY FOR THE 
NAME OF THE MEDCO SALES REPRESENTATIVE NEAREST YOU 
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in each length for your di- | 
@ mension and small timbers— | 
fie Air-King will fill the order. 
H] ~No need to pile up an inven- \ 
tory of "cats and dogs” ! 
while trying to get your de- 
sired items. Air-King ships 


nik, OL 
are 7 
a 


ee 
a 


elt 


__— 


Gccate Se a FEE Ti aerew eT 


standard green Fir in speci- | 
fied lengths and widths. 


When we accept your order | 
it is shipped fast and on time. || 
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Aen * pan 
o-_ os no ee 


a) 


a 
oxo" 






me 


yre? 





orm CAD A Se 





ae 


aon ot er 
Rd Oa ~ = pe 





! 
Har 
' 

$% 


re 


RL 


—-— — nd 


ae me aa 
‘oi ¢ somayen 


H Telephones I rtland Line 
i, td or Tigard 6161 oh vil 








RX WO 





12 





deduct the steel lost during 
the strike from the total ton- 
nage of steel allocated for use 
in the fourth quarter. By this 


means, the C.M.P. “books” 
would be balanced by the end 
of the year. However, it is not 
known whether this plan will 
be adopted. 


Lumberjack New 
Folklore Star 


The lumberjack is rapidly 
becoming the new star of Amer- 
ica’s folklore and history. 

Writers and historians are 
showing live interest. in Amer- 
ican forest history. To meet 
this growing demand for fac- 
tual information a national 
Forest Products History Foun- 
dation has been set up in Saint 
Paul, Minn., at the Minnesota 
Historical Society. 

Veterans of the woods are 
urged to jot down their memo- 
ries, round up old letters and 
pictures, salvage every possible 
scrap of information which will 
contribute to preserving the 
true story of the American 
forest. Writers are especially 
eager to have more facts about 
the colorful “characters” of the 
forest products industry, how 
they lived, worked, played, 
fought and died. . 

The aim of the Forest Prod- 
ucts History Foundation is to 
permanently preserve the true 
story of the American forest 
and to make it known to all 
Americans. To do that it must 
depend in large measure upon 
primary historical materials 
which can be provided only by 
the men who have been a vital 
part of America’s forest his- 
tory. Information, notebooks, 
diaries, journals, pictures, and 
other historically valuable ma- 
terials are welcomed. Send all 
materials to the Forest Prod- 
ucts History Foundation, Min- 
nesota Historical Society Build- 
ing, Saint Paul 1, Minn. 


Southern Plywood 
Annual Meeting 


Sixty-five members and 
guests of the Southern Plywood 
Manufacturers Association met 
in the association’s Sixth An- 
nual Meeting at the King and 


Prince Hotel, St. Simons ls- 
land, Georgia on May 26 ard 
27. 


The southern panel makers 
elected V. L. Toussaint of Hat- 
tiesburg, Mississippi, associa- 
tion President and Mr. Tom 
John of Maxton, North Caro- 
lina, Vice-President. Mr. Tous- 
saint is President of Perry 
County Plywood Corporaticn 
and Mr. John is Sales Manager 
of Hasty Veneer Company. 


New Board members named 
include: C. M. Hilton, Savan- 
nah, D. E. Nichols, Valdosta, 
Georgia and E. M. Shelton, 
Statesville, North Carolina. 
The two officers also serve as 
Board members. B. P. Adams, 
Jr., Orangeburg, South Caro- 
lina and association Past Pres- 
ident and G. Colucci, Wilming- 
ton, North Carolina, association 
Director continue to serve on 
the Board for another year. 
C. W. Dietterich of Atlanta, 
Georgia was re-elected Manag- 
ing Director. 


The program for the one and 
one-half day meeting provided 
for an interesting variety of 
subjects all of which were perti- 
nent to the interest of those 
assembled. 


Wholesalers Attend 
Management Course 


Sixty-two students from 25 
states will attend the unique 
two-week course in wholesale 
management, initiated by the 
National Association of Whole- 
salers and being held at Ohio 
State University, Columbus, 
Ohio, June 16-27. 


Originally launched as a con- 
centrated training course for 
junior executives, the enroll- 
ment has grown to include a 
very large cross-section of dis- 
tribution’s top management 
from 10 wholesale industries 
represented in the National 
Association of Wholesalers. 

The National- American 
Wholesale Lumber Association 
is one of the charter members 
of the NAW. Lumber is repre- 
sented on the Board of Trustees 
by D. Carlysle MacLea, MacL <a 
Lumber Co., Baltimore, M¢.; 
Martin T. Wiegand, Martin 
Wiegand Inec., Washington, 
D. C. and Sid L. Darling, secre- 
tary of National-American. © 

Donald B. Baxter, lumber 
wholesaler, Syracuse, N. Y., a 
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rember of National-American, 
vill be one of the practicing 
wholesalers who will give two 
‘eectures during the wholesale 
rianagement course at Ohio 
State. 


In the Market Centers 


SEATTLE—The trade is 
keeping a watchful eye on de- 
velopments in British Columbia 
where a coastal industry-wide 
strike has been scheduled for 
June 14. B.C. mills have been 
refusing cedar siding orders. 


On the American side, the 
C.I1.0. strike is now confined to 
Snohomish, Skagit and What- 
com counties in Northern 
Washington and the Grays Har- 
bor and Olympic peninsula 
areas with about 10,000 men 
still out. 

Building operations in King 
County are running $5,000,000 
ahead of Seattle. The city finds 
unincorporated areas in the 
area it dominates growing 
faster than the municipality. 


While the fir and hemlock 
markets remain steady, the 
cedar market, as reflected in 
shingles and siding, has 
strengthened. Some siding 
items are up as much as $5 and 
$10. Many shingle mills are 
down and no. 1 are hard to buy. 
Many siding mills are down due 
to lack of logs. 

A steamer strike is adding to 
the shipping difficulties of lum- 
bermen here. 

Air-dried pine lumber is be- 
ginning to enter the market, 
and pine and spruce prices are 
Steady. 

Log prices are unchanged 
with ceiling figures the market 
except for cedar. Inventory 
June 1 shows Puget Sound 
Stocks down 44 million feet for 
the month, Grays Harbor down 
19 million and Columbia river 
uy 24 million feet. Logs on the 
Open market are scarce. 


_ TACOMA — Although mills 
In this area are operating 
Steadily, the lumber industry in 
the Puget Sound area is feeling 
the effect of the strike which 
still is unsettled in many sec- 
tions. Operations in the Willapa 
Harbor and Grays Harbor dis- 
tricts also are affected. 
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Dado 


All of the frame homes in the nationally-known 
Park Forest, Illinois Community Development are 
equipped with Dura-seal Combination Metal 
Weatherstrip and Sash Balance. And this important 
visual feature helps these homes sell themselves! 
With Dura-seal, windows open and close easily 
and smoothly with finger-tip control. Four sprin 
balances (enclosed in metal housings) are used in 
each window to assure true balance. Dura-seal’s 
complete oe saves 20% to 40% in fuel and 
prevents drafts and dirt from entering. It is cut to the 
pitch of the sill—providing an attractive and 
efficient window. It is self-adjusting and assures 
trouble-free operation for the life of the building! 
These are a few of the reasons why Dura-seal is a 
favorite with thousands of builders and architects. 
Be sure to look into Dura-seal now . . . see your 
sash and door jobber! 


ZEGERS Incorporated 
8090 South Chicago Avenue, Chicago 17, Illinois 
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due to changeable atmospheric 
conditions. 





While the resultant impact 
on the industry as a whole is 
not beneficial, those mills and 
logging camps that are operat- 
ing are finding conditions rela- 
tively good. Here is consider- 
able demand and prices are 
holding up in spite of the gen- 
erally disturbed national situ- 
ation. Weather conditions have 
been excellent, which has been 
of prime importance as far as 
logging operations are con- 
cerned. 

Inventories of logs are build- 
ing up in good volume, an im- 
portant consideration at this 
time of the year. There is active 
interest in such publicly-owned 
timber as is being offered for 
sale. Indicative of this was the 
bidding June 10 at the first sale 
of Quinault district national 
forest timber held this year. 
The C. W. Hall Logging Com- 
pany, the successful bidder, 
paid $184,195 for 22,400,000 
board feet of timber. 


Most interesting was the fact 
that bidding drove the price to 
four times the minimum valua- 
tion fixed by the United States 
forest service. This was in de- 
cided contrast to some other 
public auctions, where the tim- 
ber has gone for the appraised 
figure. 


KANSAS CITY — The de- 
mand for lumber tended to 
slacken somewhat in the last 
two weeks. There was no par- 
ticular reason for the slower 
pace, which lumbermen feel 
will not last long. 

A considerable amount of 
building is forecast, especially 
with the easing of credit re- 
strictions and the rush of vet- 
erans to buy medium-priced 
homes. Further relaxations are 
indicated and scores of big resi- 
dential projects in this vicinity 
already are in the blueprint 
stage. 

The long-awaited ceiling 
prices on yellow pine were re- 
leased and lumbermen noted 
that existing lists were about 
in line with the posted ceilings. 
About the only item well below 
the OPS ceiling was finish. 


Mills that have a mixed oper- 
ation, that is cutting hardwoods 
and softwoods, are complaining 
about the deplorable condition 
of the gum market. Because of 
the lack of demand for such 
hardwood and the low realiza- 
tion price, this is cutting into 
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the profit, and in many cases 
wiping out the profit from the 
yellow pine operation. 


Weather conditions have been 
satisfactory for increased pro- 
duction, but mills are not going 
all out in making lumber at this 
time. This is reflected in the 
fact that inventories at yards 
are about normal and there is 
no rush to build them up. 


Retail buying generally is for 
prompt shipment and the call 
mainly is for mixed cars. 
Straight car business has been 
slow. 


Lumber—National . 


Lumber shipments of 486 
mills reporting to the National 
Lumber Trade Barometer were 
10.4 percent below production 
for the week ending June 7, 
1952. In the same week new or- 
ders of these mills were 10.6 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 42 percent 
of stocks. For the reporting 
softwood mills, unfilled orders 
were equivalent to 22.days’ pro- 
duction at the current rate, and 
gross stocks were equivalent to 
49 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 6.5 percent above 
production; orders were 5.0 
percent above production. 


Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 70.0 percent above; ship- 
ments were 58.2 percent above; 
new orders were 67.9 percent 
above. Compared to the cor- 
responding week in 1951, pro- 
duction of reporting mills was 
14.6 percent below; shipments 
were 13.8 percent below; and 
new orders were 0.1 percent 
above. 


Douglas Fir 


Production of lumber in the 
Douglas fir region at the end 
of May totaled 4.254 billion 
board feet, 6.7 percent below 
output for the same period last 
year, according to Harris E. 
Smith, secretary of the West 
Coast Lumbermen’s Associa- 
tion. 


Although below 1951 record 
cut, lumber produced so far 
this year is 4.2 percent above 





the last five year average, 
Smith said. Orders throuvh 
May are 8.3 percent behind last 
year and shipments are off 7.4 
percent. 


Smith said orders of 4.241 
billion feet and shipments of 
4.296 billion feet are keeping 
close pace with output for the 
first five months. Loss of pro- 
duction due to the 17-day log- 
ging strike dropped weekly 
averages of lumber cut for May 
to 172,630,000 board feet, well 
below April’s 212,273,000 feet. 

The weekly average of West 
Coast Lumber production in 
May was 172,630,000 b.f. or 
92.2% of the 1947-1951 aver- 
age. Orders averaged 165,191,- 
000 b.f.; Shipments 177,875,- 
000 b.f.; Weekly averages for 
April were: Production 212,- 
273,000 b.f. (113.4% of the 
1947-1951 average); Orders 
205,840,000 b.f.; Shipments 
218,646,000 b.f. 


Southern Pine 


The production of Southern 
Pine by the 104 mills report- 
ing the Southern Pine Associ- 
ation for the week ending June 
7, 1952, amounted to 16,868, 
000 feet, or 3.66 percent below 
the three-year average. Orders 
for the week ran to 16,712,000 
feet, 4.55 percent below the 
three-year average. Shipments 
for the week were 16,253,000 
feet, 7.17 percent below the 
three year average. Unfilled or- 
ders totaled 43,284,000 feet. 


Western Pine 


Production of Western Pine 
and Associated Woods by ithe 
104 mills reporting to the 
Western Pine Association for 
the week ending June 7, 1952, 
totaled 69,686,000 feet. This 
compares to 83,949,000 feet for 
the same period a year aco. 
Shipments for the week ran to 
63,922,000 feet, 8.3 percent be- 
low production. For the same 
week last year shipments were 
78,514,000 feet. Orders for the 
week were 53,718,000 feet as 
compared to 70,255,000 feet a [ 
year ago. Unfilled orders were | 
222,631,000 feet at the week’s 
end as compared to 218,585,(00 
feet in 1951. Gross_ stocks ! 
amounted to 690,003,000 feet. 
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“1 “De Walt helped us meet the greatest 
industrial boom in history) 23sec 


J. Gibson MclIlvain Company, 
wholesale lumber distributors 


Pine 
- the 

the 

for 
1952, 
This 
t for 
ago. 
an to 
t be- 
same 
were 
r the 
at as 
eet a 
were 
reek’s 
5,000 


i Sa A Sty 





Nowhere in the nation has there been a greater 
building boom than in the Philadelphia area. One of 
the top lumber wholesalers in this area is the J. Gibson 
MclIlvain Company. 

Mr. Alan MclIlvainwrites: ‘Here at McIlvain Lum- 
ber we keep our De Walts going continuously, every 
day, cutting and ripping in record-breaking quantity.” 

De Walt is doing a similar job in lumber yards 
and on housing projects all over the nation. It performs 
every radial saw operation plus the operations of seven 


De WALT INC. 


DEWALT 





different power feed machines. Wherever speed, power, 
precision, versatility and safety are important De Walt 
has no equal. And speaking of versatility, the new 
De Walt is ideal for your planing mill operation. It does 
everything—including shaping, grooving, single head 
moulding and ploughing. It takes but a few seconds to 
attach the proper cutting tool. 

For the name of your nearest De Walt dealer—look 
in the yellow pages of your phone book or write: 
De Walt, Department A-7, Lancaster, Pa. 


Lancaster, Pa. 


FOE 


POWER SAWS 
Subsidiary of AMERICAN MACHINE AND FOUNDRY COMPANY, New York 
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The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 
Vertical Grain Flooring 
B&Btr. © D 
ee 155.00 150.00 105.00 
Flat Grain Flooring 
>. SPerecrcre se 130.00 125.00 93.00 
Be avdiconee seus 155.00 150.00 105.00 


Drop Siding 


1x6 (Pat. #106).150.00 145.00 110.00 
1x6 (Pat. #116).155.00 145.00 105.00 


Ceiling 
Se tcneneewas 125.00 123.00 80.00 
ree 115-125 120.00 80.00 


Boards and Shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 


Pere 69.00 72.00 70.00 77.00 
er 64.00 63.00 62.00 70.00 
Se see 54.00 57.00 54.00 62.00 

No. 1 Dimension 
r 14’ 16’ 18’ 20’ 


2x 4 82.00 82.00 86.00 82.00 82.00 

2x 6 81.00 81.00 82.00 86.00 86.00 

2x 8 81.00 81.00 81.00 82.00 82.00 

2x10 81.00 81.00 81.00 82.00 82.00 

2x12 81.00 81.00 81.00 83.00 83.00 
No, 2 Dimension 





2x 4 75.00 75.00 78.90 77.00 77.00 
2x 6 76.00 73.00 77.00 75.00 79.00 
2x 8 76.00 76.00 76.00 76.00 75.00 
2x10 76.00 76.00 76.00 76.00 76.00 
2x12 76.00 76.00 76.00 76.00 76.00 
No. 3 Dimension R/L Only 
Ox FSG YO Whe eb Ee Oe weet 61.00 
PL Lerwecsdu wp we wea ee ween aeen 19.00 
BREE, 363i. 41d. Sree Saw Sik S&H, en eaten 57.00 
oe) Re ee ee re 52.00 
BEE etitawtndnseresneqeiend aaa 50.00 
(Add 10-15 dollars for dry lumber.) 
Royals 
No. 1 24” 4/2 12.00 
No. 2 24” 4/2 8.00 
No. 3 24” 4/2 5.50 
Perfections 
No. 1 18” 5/2%4 9.25 
No. 2 18” 5/2%4 5.25 
No. 3 18” 5/2% 3.50 
XXXXX 
No. 1 16” 5/2 8.35 
No. 2 16” 5/2 5.25 
No. 3 16” 5/2 3.75 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 18’ are: 


Beveled Siding, % Inch 
Clear “ne —" 


1%x4 inch ...... 80.00 75.00 50.0.0 
Tee MROR .cccws &5.00 80.00 70.00 
1,x6 inch ...... 100.00 90.00 75.00 


%euS inch ...... 125.00 120.00 90.00 
Clear Bungalow Siding, % Inch 


eer. 155.00 150.00 130.00 
De COR sedewecs 180.00 175.00 140.00 
aD BOO  cevecwas 190.00 185.00 150.00 


Finish, B and Btr. S82 or 48, 
6’ to 10’ or rough 


DG depekesd be hid dee wie ae eae 220.00 
tn kaeweauadmegeeedawiewauaae 220.00 
DE cpveteecuud eanbwewaaeewaad 270.00 
Celling or flooring, B and Bitr 0-16’ 
B&Btr. c D 
DED -cvesscnvawas 105.00 100.00 90.00 
arr 120.00 115.00 95.00 


Discount on mouldings, 6-20’ odd 
lengths. 


Serien 8,.000— 
Listing under 4.00—list plus 35 per 


cent. 
Listing 4.00 and over—list plus 35 
per cent. 
Clear Lattice, 5-16’, 5-16’ 
1/3x3 


BIGRD ecb bbe ces deeenteedeceveewes 1.75 
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WESTERN PINES 


Ponderosa Pine 


we RW 

Selects nd 

S2 or 48 4/9 RW 6/4 RW 8/4 RW 
C&Btr RL ...255.00 260.00 — .00 

Shop, S28 No. 1 No. 2 
, ae errr 150.00 120.00 
DE saidicrasera trata amminarecmaros 150.00 120.00 

Commons 2&Btr. No. 3 No. 4 

S2 or 48 RW 195 RW78 RW 67 
ce 2 rer 128.00 90.00 72.00 
ck i. ha 124.00 88.00 70.00 

Idaho White Pine 

Selects 

S2 or 48 1x6 1x8 5/64 
es he RL 250 0 265.00 270.00 oes 00 

eee 205.00 "9 00 omg 00 235.00 

PB nc S2 or 48 Bey No. 2 No. 3 
epee 47. 00 140.00 100.00 
BEE. cislevie same ws 147. 00 141.00 100.00 

Sugar Pine 

Selects 

S2 or 48 4/4 RW a hf “ RW 
B&Btr. RL ..270.00 00 90.00 
i aa 265.00 rit 00 385.00 
i MEiseceecas 235.00 245.00 255.00 

Shop, S28 No. 1 No. 2 No. 3 
Ble secstennvow 160.00 130.00 85.00 
ee iniowewesan 160.00 130.00 85.00 
J ere 160.00 130.00 85.00 





OAK FLOORING 


Clear Pim 48x2% @x1% %x2 %x1% 
White ..192.00 165.00 177.00 162.00 


Red ....199.00 172.00 177.00 162.00 
Sel Plain 

White ..172.00 145.00 167.00 152.00 

Red ....179.00 152.00 167.00 152.00 
#1 Com Pin 

White & 

Red ....140.00 113.00 125.00 115.00 
#2 Com Pin 

White & 

Red .... 75.00 53.00 82.00 77.00 
#1 Com & 

Btr Shorts 

14%” ....105.00 80.00 97.00 97.00 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. c D 
| ee 175.00 165.00 145.00 
Flat Grain Flooring 
Se speeedeeawes 160.00 150.00 110.00 
Be i ewesetewans 190.00 180.00 140.00 


Drop Siding 


1x6 (Pat. #106).190.00 180.00 1 
1x6 (Pat. #116).190.00 180.00 150.00 


Boards & Shiplap 


1x6 1x8 1x10 1x12 
No. 1 ...130.00 130.00 135.00 150.00 
No. 2 ... 80.00 85.00 85.00 90.00 
No. 3 ... 70.00 78.00 78.00 83.00 
No, 1 Dimension 
19° 14’ 16’ 18’ 20’ 
2x 4 91.00 92.00 94.00 104.00 104.00 
2x 6 87.00 87.00 88.00 98.00 98.00 
2x 8 90.00 90.00 92.00 98.00 100.00 
2x10 100.00 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 
No, 2 Dimension 
4 84.00 85.00 87.00 97.00 97.00 
2x 6 80.00 81.00 82.00 91.00 93.00 
2x 8 80.00 81.00 82.00 91.00 93.00 
2x10 84.00 85.00 85.00 91.00 93.00 
2x12 84.00 85.00 85.00 91.00 93.00 


No. 3 Dimension R/L Only 
3x 4 CEOe vcee ems 


2x 6 66.00 
2x 8 65.00 
2x10 65.00 
2x12 65.00 


REDWOOD 


Bevel Siding 


%x 4 V.G. Clear All Heart....... 90.09 
%x 6 V.G. Clear All Heart....... 117.00 
%x 8 V.G. Clear All Heart....... 130.05 
%x 6 V. G. Clear All Heart....... 117.00 
53x 8 V.G. Clear All Heart....... 136.06 
54x10 V.G. Clear All Heart....... 153.0: 
%x 6 V.G. Clear All Heart....... 164.0: 
%=x= 8 V.G. Clear All Heart....... 194.00 
%x10 V.G. Clear All Heart....... 207.0 
%x12 V.G. Clear All Heart....... 211.0 


Note: A grade V.G. Redwood Sidinx 
approx. $4.00 less for % and % in 
above sizes. $5.00 less for % inch in 
above sizes. 


Anzac Siding 


3x16 V.G. Clear All Heart....... 240.00 
izi3 V.G. Clear All Heart....... 255.00 
Note: Deduct $8.00 for A Grade. 
Finish 


1 Inch Clear All Heart Flat 
Grain Redwood Finish 84S 


-_ eae eer 145.00 
| here ers 185.00 
Sk eee 165.00 
S _ ae 200.00 
er ae 211.00 
ee ee enor 226.00 


Note: A grade $10.00 less in above 
widths. 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. ¢ D 
ee tee eeeees 150.00 140.00 100.00 
Flat Grain Flooring 
BE aeesweeecees 135.00 125.00 93.00 
Be: Siwkoeeuwewns 155.00 150.00 100.00 


Drep Siding 


1x6 (Pat. #106).145.00 135.00 105.00 
1x6 (Pat. #116).145.00 140.00 105.00 


Ceiling 
Lo ee 105.00 100.00 70.00 
Oe wieiecatacacunann 110-120 105-115 90.00 


Boards and Shiplap and 
2” (Dry) 
1x6 1x8 1x10 1x12 


No. 1 ... 82.00 84.00 84.00 84.00 
No. 2 ... 79.00 79.00 79.00 79.00 
No. 3... 66.00 68.00 68.00 68.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 88.00 88.00 91.00 91.00 91.00 
2x 6 88.00 88.00 88.00 93.00 93.00 
2x 8 90.00 88.00 88.00 88.00 93.00 
2x10 88.00 90.00 88.00 88.00 93.00 
2x12 88.00 88.00 88.00 88.00 93.00 


No. 2 Dimension 


2x 4 87.00 87.00 89.00 88.00 88.00 
2x 6 86.00 86.00 87.00 88.00 88.00 
2x 8 83.00 83.00 84.00 84.00 84.00 
2x10 83.00 83.00 83.00 83.00 83.00 
2x12 81.00 81.00 81.00 81.00 81.00 


No. 3 Dimension R/L Only 


ee Beret ee re ere er 68.00 
SE OE, cee ekGeaipe ecto sie eeeeleiene 65.00 
BD aundcaenwais Gs Keenan e ew ewes 64.00 
2 MERCER ee Oe 63.00 
2 rr ner tea a ee ee 63.00 





ENGELMANN SPRUCE 


Boards and Shiplap 


(dry) 1x6 1x8 1x10 1«12 
No. 2&Btr..112.00 112.00 114.00 120.00 
No. 3&Btr.. 83.00 84.00 84.00 85.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 

2x 4 83.00 83.00 83.00 89.00 89.00 
2x 6 80.50 80.50 80.50 80.50 80 50 
2x 8 80.50 80.50 80.50 84.50 84 50 
2x10 80.50 80.50 80.50 87.50 87.50 
2x12 83.50 83.50 83.50 87.50 87.50 


No. 2 Dimension 


Z : 77 
2x12 77.00 77.00 77.00 77.00 77.00 


(Boards graded No. 1, 2, 3, flat 
price; no price for straight ‘No. 2 en lls 
do not grade out No. 3 dimension sepa- 
rately as in fir.) 
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EDITORIAL 


Renew the Right Spirit Within Us! 


In Memoriam July 4, 1776 


The most promising of all the new techniques 
of management is the release of the spiritual 
nature in man. 

Today everyone knows that we have the ma- 
terials, the manpower, the machinery and the 
money to make our country a veritable paradise 
on earth. The only missing ingredient is the 
right spirit, that spirit which will bring about 
teamwork in motivating, mobilizing and co- 
ordinating the energies and capacities of all con- 
flicting groups toward a common goal. 

Man, being created by, and in the image of, 
God, is naturally constructive. It is only to the 
extent of his inability to cope with his physical 
and economic environment, under the necessity 
of self preservation, that man has been preda- 
tory. The noblest aspect of the history of man 
has been the story of his instinctive and grad- 
ually improving attempts through all his gener- 
ations to adjust his environment so that he could 
be constructive instead of destructive. 


Spiritual Growth Fundamental 


At best, however, our spiritual growth has not 
kept pace with our economic, scientific and ma- 
terialistic progress. That is the root, tree and 
branch of our present economic dilemma. To- 
morrow’s management will have no other choice 
than to apply spiritual principles to economic 
activities if it is to continue free. Idealistic as 
i' seems and is, the application of the Golden 
ule in collective bargaining is the only prac- 
tcal answer. This is the promised “truth” that 
“shall make you free.” 

Freedom in our new interdependent society 
may be defined as that privilege afforded man 
by his fellowman of pursuing his needs for op- 
portunity, security, and a rising standard of 
living in an environment devoid of human ex- 
ploitation. 

Can such an ideal be realized in a democratic 
society? I believe that it can if management 
(and here we include labor leadership as we 
have throughout) will utilize the right spirit 
which, though deeply buried, is inherent in 
man’s better nature. Idealism is demonstrated 
to be the most practical thing in the world. All 
progress is applied idealism. History is made 
when conservatives become aggressively idealis- 
tic. Our forefathers proved this. 

How will we go about establishing this ideal? 


Br ILDING PRopucts MERCHANDISER 


It is really quite simple. We must organize 
industry into “families” instead of “enemy 
camps.” We have gotten into the bad habit of 
referring to others with whom we have disagree- 
ments as “they”—‘they”’—the labor group; 
“they”— management; “they”’— the Jew, the 
Catholic, the Negro, the Protestant. We must 
start by thinking in terms of “we” instead of 
always thinking “they.” We have learned, under 
the tragic spur of war, to fight and die together 
as a team. Can we not learn to work and live 
together as one family? It is an encouraging 
truth that only through the teamwork of capi- 
tal, management and labor, have we come to 
this threshold of a paradise on earth. 


It's Our Responsibility 


Get the emotions right first and reason has a 
fertile soil in which to grow. If each leader 
around the conference table has an emotional 
focus on the right spirit—the spirit of toler- 
ance, agreement, give and take and brotherhood, 
the family can work itself out of most situations. 

Not one of us can escape our individual re- 
sponsibility — our personal challenge —in to- 
morrow’s world. Our generation, in its go-get- 
ting materialism, has acquired the bad habit of 
delegating our individual responsibility in the 
fields of education, of religion and of human 
relations. As individuals we must again accept 
our personal responsibilities in each of these 
fields. Everyone has some power over others. 
That power within is a spiritual power; it comes 
from God. It is loaned as a stewardship. It is 
man’s highest privilege — the power to play God 
in his relations with others. But God will not 
be mocked! If we are utilizing our power over 
others selfishly, arrogantly, greedily and un- 
justly, we inevitably get the same negative re- 
sult we experience in breaking any other of 
God’s laws. On the other hand, if we use our 
powers with justice, humility, kindness, toler- 
ance, mercy and charity, as God would use them, 
the results are constructive and our power 
grows. This is the right spirit at work. 
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MOHAWK DISPLAYS VARIED MERCHANDISE with- 
out crowding or confusion. Floor displays are purposely 
kept small to effectively sell just one type of product. Per- 
forated hardboard on the back wall displays hand tools 


New Tepee for Mohawk 





1%! 
g / om Lie \ = 


Detroit firm’s second suburban super market 
aimed to top annual million-dollar sales mark set by 


first store. 





CTT 








at the Corner of Hoover 11500 EAST 8 MILE RD, 


gael ag Organization Opens the Doors of a 


“ 2 
1006) ea ex 


ve 'vaaon (20d bids you Welcome... 
a aa Today and Saturday—8 a. m. to 9 p.m. 
Sunday—8 a. m. to 3:30 p. m. 


urtein visas on the great 
vd and the megniicont 
wb 






















DETROIT’S LE-ADING NEWS- 
PAPERS carried this five-column ad- 
vertisement announcing Mohawk’s 
official opening. Prizes and eight spe- 
cials gave the advertisement excel- 
lent pulling power. 
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Cover: G. Mennen Williams, governor 
of Michigan, helped open the new 
store by sawing the crowd barrier. 
Left to right are C. R. Coulter, Harry 
Jaffa and Harry Smith, Mohawk 
officers. 


In Detroit there is a healthy 
respect for hard work, imagina- 
tion and skillful selling meth- 
ods. The giant automobile in- 
dustry was built on this for- 
mula and it still seems to be 
successful in this fabulous city. 

The rapid growth of the 
Mohawk Lumber & Supply 
Company is strictly in this De- 
troit tradition. Organized in 
1943, the concern opened its 
first retail yard in 1947 and 
shortly afterwards added a 
woodworking plant. This 
month, a second showroom and 
warehouse opened its doors 
with hard-hitting advertising 
and other ballyhoo that 
brought the customers a-run- 
ning. 


Spacious, full-length win- 





supported by formed clips which are now available in a 
wide variety of styles. The plywood soffit just above the 
tools will eventually be opened up for a display of mer- 
chandise similar to that used in the paint department. 











dows cover the entire front of 
the new Mohawk showroom on 
Detroit’s east side. Measuring 
60 x 130 feet and with 6,500 
feet of floor area, the show- 
room is packed with sales-pro- 
ducing ideas learned in Mo- 
hawk’s first store. The location 
is strategic—at the intersection 
of two of Detroit’s busiest high- 
ways and in a fast-growing de- 
velopment of new homes. 
Customers entering the new 
store are impressed by two 
things: one, the new showroom 
is exceptionally well and evenly 
lighted; two, the merchandise 
is attractively displayed in win- 
dows, on the floor and along the 
wall. The paint department i'- 
lustrates the floor - to - ceiling 
treatment that eventually wiil 
be carried out throughout the 
store. The plywood soffit dis- 
plays merchandise right up to 
ceiling height for an excellent 
mass effect. Mohawk’s self-or- 
der board is a very complete 





June 30, 1952, AMERICAN LUMBERMAN ©’ 











3] 








he 
er- 


O0 
W- 
“O- 
‘On 
on 
on 
h- 


le- 





























OFFICERS OF MOHAWK, 
right: Harry Jaffa, company executive, 


left . to 


and Harry Smith, president, shown 
above. Other officers are C. R. Coulter, 
general manager and Robert Hertel, 
manager of the new store. 


merchandising unit for lumber, 
millwork, paneling and roofing 
materials. 

The new 60 x 135 foot ware- 
house is rapidly being com- 
pleted, after delays caused by 
a carpenter’s strike. It is care- 
fully designed for extensive use 
of the latest in mechanical han- 
dling equipment, with emphasis 


PAINT 1S DISPLAYED from floor-to- 
ceiling and accessories are conveni- 
ently grouped nearby in floor units. 
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PLUMBING IS SOLD to do-it-yourself 
market with this display which is 
fully piped to show a typical installa- 
tion in small home. Mohawk plans a 
similar display for window use in the 
near future. 


on palletized operations. The 
single center aisle is broad 
enough to accommodate even 
the largest lift truck or car- 
rier. Bins in the new warehouse 
will be equipped with rollers 
for easy warehousing of lum- 
ber, roofing, nails, gypsum 
products, etc. Mohawk is fully 
equipped with lift trucks, 























A SWINGING DISPLAY shows pros- 
pects both the interior and exterior 
of a wall. The interior wall side sells 
all available kinds of fill and blanket 
insulations. 


cranes, carriers, roller bed 
trailers. Most of the trucks 
have labor-saving hydraulic tail 
gates. 

The opening. Mohawk man-: 
agement employed five column 
by 16 inch newspaper adver- 
tisements, also television to an- 
nounce their opening which 
was a three-day affair—Friday, 
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SELF-ORDER SERVICE is simplified with this giant board which displays 


flooring, siding, paneling and roofing. Price tags are removable from the lipped 
metal molding. Merchandise samples are attached with mastic to fiberboard 


panels that are also easy to remove. 
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THIS SALES PLAN HAS BEEN TESTED 
BY OVER 1100 LUMBER DEALERS 


These astonishing results are not just words but 
actual sales reported by leading dealers from Maine 
to California and from Canada to Mexico. 


YOU CAN GET THE SAME RESULTS... 
Study This Program 
Carefully ..... 


This new successful sale program for lumber dealers is a big 
68 page, four color magazine which becomes your company’s 
personal salesman to contact the new homeowner and improve- 
ment market. This hard selling magazine is called HOME Main- 
tenance & Improvement and is mailed out four times a year; 
Spring, Summer, Fall and Winter direct to your mailing lists at 
a cost of less than Ic per week, per name or customer. 


EACH ISSUE OF HOME conrTAINS — 


Articles that show; step- 
by-step procedures of— 
adding living space in 
the home — remodeling 
projecis that add comfort, 
convenience, and econ- 
omy in the home—better 
use of available living 
space — decorating and 
beautifying the home—carrying out neces- 
sary maintenance to minimize depreciation 
—how to apply the products you sell— 
how to use tools. And there are many other 
subjects covered in each 68 page, colorful issue—all of which 
directly concern the products that you have to sell. 


WE DO ALL THE WORK 


You don't have a single thing to do except to take care of the 
new business that HOME magazine will create for you. We take 
your mailing lists and service your customers as personally as 
possible. We make up mailing plates for each of the customers’ 
names you supply us to insure that they personally receive a 
copy of your HOME magazine in their mailbox, on time. 













YOU CAN SUBSTANTI: 


You'll Sell More Complete House Jobs e You'll Sell 
More Lumber @ You'll Sell More Tools © You'll Sell 
More Hardware @ You'll Sell More Millwork @ You'll 
Sell More of Everything! 


Your Company Name Is on Each Coy 
Printed in a large area on each cover 
HOME magazine is your company no 
address, telephone number and any o 
selling message that you want to get acr 
to your HOME reader. We will ac 
your trademark or logotype or we wil 
any message you wish within the imprini 
area. | 


FULL PAGE AD INSIDE FOR YOU 


Within each issue of HOME magazine is a full page advert 
ment, usually in color, that asks the reader for information 
directs him to your store for action. These ads are written 
you as personally as possible. 


ALL ATTENTION IS FOCUSED ON YOU 
All throughout HOME maga- = 
zine, both in the editorial = —_ 
and in the advertising, con- == 
stant mention is made of you = 
as the source of materials or = 
information needed. Thus 
you receive the benefit of 
the entire magazine's pulling WA CZ @ 
power. From cover to cover, the reader is reminded to 90 
you for the materials he needs. 


We Are a Sales Dept. Working for Y 
In effect, when you start this new HOME magazine program 
are gaining a complete direct mail department that works ¢ 
stantly to develop new business for your company. With 
any expense of new personnel, new equipment, or new 0 
space you have acquired a new selling tool that has pro 
itself already for almost 1100 lumber dealers from coat 
coast. 


You’re Backed by 80 Year’s a 


HOME magazine is published by American 
Lumberman, the oldest magazine in the 
lumber industry. Since 1873, American 
Lumberman has opened up new markets 
for lumber dealers and has been accepted 
as the voice of the industry. Now American 
Lumberman sees this tremendous new home 
owner market and again keeps a step ahead by provid 
lumber dealers with a means of contacting this market, 
HOME Maintenance & Improvement magazine. 
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. CEMENT PAINTS. WEATHER VANES HOUSEWARES | 
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FLOOR PLAN of Mohawk Lumber & Supply Co.’s new 


store shows good circulation 


carry a huge variety of merchandise. 





FRONT OF THE MOHAWK SHOWROOM 
and kitchen displays in the immediate foreground. Every 


between displays, 


which 


Store measures 


with bathroom 


supporting column has been faced with a different type 
of weod sold by the company. total cost. 
Saturday, Sunday. Visitors re- over one million dollars in 


ived gifts and registered for 
worthwhile door prizes which 
included a power mower. Blaz- 
inv search lights and whirling 
bands of bright aluminum rib- 
bon lent a carnival touch. 
resident Harry Smith has 
Stocked his new showroom 
Strictly with building mate- 
rials. He feels a dealer can take 
on too many lines and lose his 


identity as headquarters for 
building materials. Mohawk’s 
garden center, for example, 


when established next spring, 
Will be an operation apart from 
the stores themselves. 


Sales policies. The new east 
side store has the advantage 
ot using the tested selling tech- 
niques learned at the older, 
West side store, which grossed 


BuiLpING Propucts MERCHANDISER 


1951. Percentage-wise Mohawk 
makes about 65% of its sales 
to contractors and the remain- 
ing 35% directly to consumers. 
Sales to homeowners, however, 
are increasing and all the Mo- 
hawk stores aim for this mar- 
ket in many different ways. 


Newspaper advertising is in- 
serted faithfully every Friday 
and Sunday. The ads range 
from 2 col. x 10 to 8 col. x 12 
and the stress is on merchan- 
dise for the homeowner. Prices 
are always used for less expen- 
sive items and down payments 
for larger unit sale merchan- 
dise. Mohawk always advertises 
down payments, never the full 
price on more expensive items. 
The management is convinced 

(Continued on page 72) 





sold hundreds for use as lake cottages. 





60 x 100 feet, with an additional 40 feet of office and 
display space in rear. 
in Mohawk’s own millwork shop. 


All displays and fixtures were built 


(iiblddeday 
MOHAWK PRECUTS small homes in its mill and has 


Sales are best 


when the down payment is advertised rather than the 









CHILDREN’S 
3-Piece SET 


TABLE and 2 CHAIRS 


Sturdily built of clear white pine, sanded to a satiny 
finish, unpainted. Table, 18” high; 18” x 30” top. 
Chair seats, 12” in diameter, 11” high; arm height, 
1642". Shipped, knock-down— for quick assembly. 


TABLE (Separately) $4.95 CHAIRS (Each) $2.95 


KNOCK-DOWN FURNITURE is man- 
ufactured in Mohawk’s own mill. The 
firm sells both locally and nationally 
by mail. Above is part of an ad ap- 
pearing in Parent’s Magazine. 


DELIVERED 
IN USA 
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WITH A SMILE ON HIS FACE, this dealer is putting a smile in his voice while 


talking with a customer. 





SPEAK DIRECTLY into transmitter. 
Your lips should be half an inch from 
mouthpiece and should be used to 
form your words. 


want to get out 


Correct Telephone Technique 
Will Help You Make Sales 


There’s a right way and a wrong way of han- 
dling a telephone customer; here are some experience- 


proven suggestions. 


Is your telephone technique 
costing your firm money in 
sales and consumer relations? 
Does your telephone voice in- 
dicate a desire to serve your 
customers courteously? 

You can turn minus-sales 
into plus-sales by: 

1. Practicing courtesy in an- 
swering your telephone. 

2. Using fluent speech on the 
telephone. 

3. Using a layman’s terms 
when talking to customers 
about building materials. 

A smart lumber dealer will 
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answer his telephone before it 
can ring twice. Upon answer- 
ing, he doesn’t give a simple 
“hello” or “yeah.” Instead he 
says, “Good morning. This is 
the Adams Lumber Company. 
Henry Adams, sales depart- 
ment, speaking. Can I help 
you?” 

The person at the other end 
of the line immediately knows 
to whom he is speaking and if 
he doesn’t wish to speak to 
Adams, Adams will courteously 
ask the person calling to hold 
~ wire while he transfers the 
call. 


; San a, ss el | 
ee ie oe we, 4 


RS 


S os Pasi Cie 


BE ATTENTIVE when talking on the telephone. Don't 
divide your time between your caller and some work you 


as this secretary is doing. 


If the person calling wishes 
to speak to a person not in the 
office at the time, Adams will 
take his name, number and in- 
formation desired down on a 
pad that he keeps beside each 
phone for just that purpose. 

Even following this simple 
procedure doesn’t guarantee a 
sale, but Adams made his voice 
a faithful messenger of good 
will, by sprinkling his speech 
with such courteous phrases as 
“thank you” and “you’re wel- 
come,” so that customer would 
want to call Adams Lumber 
again. 

Adams did not allow his 
voice to become mechanical and 
expressionless, realizing the 
only means of making a good 
impression is a pleasing tove 
of voice, coupled with good 
English and good pronuncia- 
tion. 

Clear speech is dependent 
upon three things: 

1. Speak distinctiy, 
your tongue, 


using 
lips and teeth 
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an. ple 378 words in a three- 
miaute call. 

Speak in an ordinary tone 
of voice. The telephone best 
carries words spoken in your 
recular conversational voice. 

i’se layman’s language when 
discussing lumber terms over 
the telephone. Phillip W. Pat- 
terson, Oregon Lumber Yards, 
Portland, Ore., emphasized this 
point in a speech at the con- 
vention of the Western Retail 
Lumbermen. 
“A great many persons,” 
said Mr. Patterson, “do not 
. understand a lumberman’s lan- 
guage, such as the various 
grades of lumber, what.is meant 
by a square, and how our lum- 
ber is priced by thousand board 
feet. The average person has 
no idea how lumber is figured 
and it is very important to be 
extremely helpful in breaking 
down our language so that the 


oe Me 


























‘2 layman may understand how 
F| you are talking to him and 
prices should be quoted in a 
manner that he can _ under- 
—, stand. 
ye To help your employes de- 
4 velop a good telephone per- 
Don't sonality, your local telephone 
k you company office can supply you 
with booklets on making friends 
by telephone and on telephone 
ishes courtesy. They will also sup- 
1 the ply you with motion pictures ERE’s a two-color hand-out folder that will bring in more Penn- 
will on the correct ways to handle HY vernon Window Glass business for you. For it illustrates and 
d in- telephone conversations. After describes in five easy steps how customers needing window glass can 
on a your employes have absorbed do their own glazing. What’s more, it will increase the sale of such 
each the contents of these booklets related supplies as putty, glazing points and paint. 
e. an films, tell them that you We suggest you use this folder in your direct-mail work, hand it 
mple plan to call them at unan- to customers visiting your store, wrap it in other merchandise you 
ee a nounced times to see how they . ont Mle inently with a si ing: “FREE—tak 
. B have i at Veda be d sell, and display it prominently with a sign saying: take 
2 te ei ae ee !” Dealers h d that such act Its in an appreciable 
good [¥ prised how well this plan one!” Dealers have proved tha such action results i ppreciabl 
eech |) Works to break poor telephone rise in Pennvernon sales. That's so, too, because Pennvernon is 
2s as f_habits. recognized everywhere as “window glass at its best!” And Pitts- 
wel- i “The impressions we make burgh’s national advertising has created public acceptance of the 
ould |) Over the telephone -are impor- highest order for this quality window glass. 
mber | tant, more important perhaps SS Ask your local Pittsburgh branch or jobber about 
B then most of us realize,” says Pennvernon the other sales aids that are available to help you 
his }} the Illinois Bell Telephone Wwvow Grass do a real job on Pennvernon Window Glass. Pitts- 
and |} Company. “In both business WAN burgh Plate Glass Company, 2158-2 Grant Build- 
‘the |) and social life, our voices over » ing, Pittsburgh 19, Pennsylvania 
good } the wire reflect our real per- ; 
to . a — meeting peo- 
“2010 Pie face to face, poor diction 
ie | Satara | KEMOVETMOM minder gs otis het! 
Cause of a winning smile or a 
dent Warm personality, but when PAINTS « GLASS - CHEMICALS - BRUSHES - PLASTICS 
; you talk over the telephone, 
sate — PITTSBURGH PLATE GLASS COMPANY 
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Hechinger's 
School for 
Outdoor Cooks 





Be Our Guest 


Saturday Afternoon 
2:30 till 4:00 


NORTHEAST GARDEN SHOP ONLY! 


Learn How... 


To Build y, } 
our 
OY Outi en ) 


CO wilt 5° “4 le” etter Brice 
0 ©: trick a 
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Learn How. 















ese seegsees A OTE 


Recipes Galore! 


A grand twelve-page booklet witt 
outdoor cooking. 


They're Free Too! 





2 
: 
% 
3 recipes and tips on 





Open Tonite "til 9| 


HERE IS Harry Homeowner, 
the Hechinger trademark, invit- 
ing people to a free school for 
Outdoor Cooks. 
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OUTDOOR COOKING DEMONSTRATION with a chef from a famous restaurant 
attracted hundreds of people to Hechinger’s stores. 


What It Takes to Run a Lawn 
And Garden Department 


Hechinger’s big outdoor department does a 


thriving business in Washington, 


D. C. This com- 


pany’s ideas should help you. 





You see a lot of unusual 
things at Hechinger’s, “The 
World’s Most Unusual Lumber 
Yard,” in Washington, D. -C. 
Like the boss, Sidney Hechin- 
ger, out in the garden shop 
selling a rose bush, a trellis or 
a “bucket bargain” of fertilizer 
on a busy Saturday afternoon. 

The customer doesn’t know 
how lucky he is that his sales- 
man is the guiding light of the 
Hechinger Co. Not that the 
other 12-15 salesmen in this de- 
partment wouldn’t serve him 
just as efficiently, but roses and 
gardening are Mr. Hechinger’s 
burning hobby and the advice 
and counsel he dispenses with 
every sale, soon makes the cus- 
tomer realize that he is talking 
with no ordinary weed puller. 

It’s like talking with a cam- 
era “bug” or a Dodger fan. It’s 
in the blood. And that’s a good 
thing for everyone buying at 
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Hechinger’s, which has estab- 
lished itself as the place to go 
in Washington to satisfy your 
garden and lawn needs. The 
lawn and garden department 
stocks hundreds of items rang- 
ing from a perishable rose bush 
to a pre-cut garden house. 
Mr. Hechinger is frank to ad- 

mit that this department is a 
profitable one, but he hastens 
to emphasize that this depari- 
ment requires the same expert 
knowledge and attention as any 
other branch of the dealer's 
business. This means: 

1. Find out what the cus- 
tomer wants—and supply 
it. 

2. Stock something different 
from your competition, 
then promote it. 


3. Regular newspaper adc- 
vertising. 

4. Special promotion to pu!! 
crowds. 
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FOOD FOR THE LAWN makes a sub- 
stantial display when arranged around 
a pillar. 


SECTION OF THE OUTDOOR DEPARTMENT which runs the entire length 
rant of the store at the rear. This area is floodlighted for night-time business. 
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j >. Stock quality items, well-  inger’s has learned the advan- answers all the questions a cus- 
>Us- known brand names, in tages of selling quality and tomer is likely to ask about a 
ply ' every line which you teaching its salesmen how to shrub or rose bush: when to 
handle. sell quality to the customer. plant; how long it will take to 
‘ent 6. Train your salesmen to This, of course, means a thor- mature; how to care for it; how 
10h, sell the advantages of ough knowledge of the garden high it will grow—and similar 
; — quality goods. goods they are selling. pertinent information. 
aci- ilechinger’s success in this Hechinger’s garden price In addition to one overall 
field is based on every one of book is one means used to help price book exclusively on gar- 
ui! these six points. With sharp its salesmen become specialists den goods, salesmen carry 
competition on all sides, Hech- in this field. This price book mimeograph sheets on growing 
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PORTABLE BUILDINGS help round 
out the lawn and garden sales story. 


items. This enables them to an- 
swer questions on the spot with- 
out going back to the general 
price book. 

The lawn and garden goods 
department is divided into two 
sections: indoor and outdoor. 
On display inside are manual 
and power lawn mowers and 


cultivators, garden tools and 
grass seed. Outside, in a fenced- 
in area approximately 80x300, 
are shrubbery, trellises, garden 
hose, pick-up carts, fireplaces, 
garden houses and playground 
equipment. 

The big paved parking area 
is adjacent to the garden shop. 
On Friday nights, when the 
store is open until 9, the entire 
area is flood lighted. 

Hechinger’s is always think- 
ing up special promotions and 
the lawn and garden depart- 
ment is a natural. Its School 
for Cutdoor Cooks held in each 
of its four yards pulled hun- 
dreds of people. A chef from a 
leading Washington restaurant 
explained the tricks of cooking 
over charcoal as he roasted 
steak furnished by a nearby 
food store. At the same time a 
master bricklayer demon- 
strated how to build an outdoor 
fireplace. Every step by both 
men was explained over a pub- 
lic address system and ques- 
tions were welcomed. 

This entire show was mounted 
on a trailer truck and hauled 
around to each yard for special 





' demonstrations right from the 





truck. As many as 200 peopie 
were served steak sandwiches 
at these events. Prizes of gar- 
den equipment were given awzy 
to lucky ticket holders. 

Right after this event was 
over, the entire crowd was in- 
vited to a demonstration of 
power lawn mowers. The store 
experts were on hand to answer 
questions and customers were 
invited to run the mowers for 
themselves. 

A display ad running a fu!] 
page in depth credited the food 
store which furnished the meat 
and the restaurant which 
loaned its chef. It also offered 
a free booklet with tips on out- 
door cooking. 


Mr. Hechinger started his 
lawn and garden shop 10 years 
ago when most building mate- 
rials were going for war needs. 
Now he looks on the lawn and 
garden department as a good 
means of holding up sales in 
the slow, early months of the 
year. With warm weather, sales 
in this department really pick 
up, and with special promo- 
tions, stay good right through 
the summer and early fall. 
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TARTER, WEBSTER & JOHNSON, INC. 


1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 + Teletype SF 531 
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P.O. Box 1731 
STOCKTON, CALIF. 4 
Stockton 4-8361 + Teletype SK 2 ‘ 
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Here’s your opportunity to get in at the start of a big, 
nationwide campaign that will help you sell more paneled 
doors of Ponderosa Pine—and build your profits fast/ In 
national home magazines—in colorful literature—in mer- 
chandising aids and dealer helps—Ponderosa Pine pro- 
motes the new color style trend—decorated paneled doors. 


Home owners from coast to coast—and right in your 
town—are being shown how to achieve exciting, har- 
monious new effects by decorating the panels of these 
doors with charming designs and color schemes. It’s a 
theme that fits right in with the proved preference for 
paneled doors expressed by leading decorators—editors 
of home magazines—designers of television and moving 
picture sets! And it’s a money-maker for you! 


Featuring the beautiful 3-equal-panel Ponderosa Pine 
Decorator Door, this promotion can bring you a bigger 
share of the door business if you tie in with it now. You 
owe it to yourself—and to your bank account—to get the 
full story. Mail the coupon for your free sample copy of 
our big, beautiful decorator book. 


Ponderosa Pine Woodwork 
Dept. VAL-6, 38 S. Dearborn St. 
Chicago 3, Illinois 

Gentlemen: Please send me a free sample copy of your full-color 
booklet “Latest Color Style News.” 
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SIDING TOUCHING THE GROUND picks up moisture quickly, causes peeling. 


Paint Troubles on Redwood 
Siding—Causes and Cures 


In this final article, you will find specific rules 
to follow to avoid paint failures on siding. 


By JOHN RENO 


Industrial Engineer, Pacific Lumber Co. 


PART Il 


Generally speaking, when 
paint blisters within one year, 
it is unlikely that the trouble 
is due to poor paint or to the 
kind of lumber that is used— 
unless, of course, the lumber is 
green or wet. It is generally 
caused by moisture. 


Extensive government tests 
carried on over a period of a 
great many years and past ex- 
perience with literally millions 
of houses sided with redwood 
have proved that it takes and 
holds paint better than other 
building or siding woods. Con- 
ditions which cause peeling and 
blistering occur with other 
woods in the same way, and 
with other types of siding the 
results aye often more disas- 
trous. 
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It is not necessary to prime 
the siding with either shellac 
or aluminum paint. As a mat- 
ter of fact, if there is excessive 
moisture getting into the siding, 
the trouble would continue re- 
gardless of the type or kind of 
paint used. However, a good 
aluminum-priming paint adds 
value to a paint job. 


Nails to Use 


After the omission of vapor 
barriers, one of the most com- 
mon of the complaints which 
we are called on to service is 
due to the use of cement-coated 
or plain steel nails, which stain 
the siding. We strongly recom- 
mend that galvanized, stainless 
steel, or aluminum nails be 
used. 

Another cause of trouble is 
due to the common practice of 
placing two nails in each piece 
of bevel siding at the nailing 
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points. That is, the nail which 
is directed into the thick butt 
is so placed that it also goes 
through the thin edge of the 
piece of bevel siding under- 
neath. We recommend that thie 
nail be so placed that it is 
1,” above the thin edge of tiie 
piece below. 

In applying vertical siding, 
it is also desirable to nail so 
that the siding can move free'y 
in response to moisture changes, 
without breaking loose from thie 
wall. The procedure depends on 
the type of vertical siding util- 
ized, but common-sense consid- 
eration of the problem involved, 
generally results in a satisfac- 
tory method of nailing. 


Some pieces of redwood sid- 
ing are so full of the extractive 
that makes redwood so durable 
that they are quite dark in color 
and may even have blackish 
streaks. Most of the time these 
blackish portions are fully con- 
cealed by the second coat of a 
three-coat paint job. 


In those cases where they 
can be seen through this second 
coat, they will be fully conceal- 
ed by the third coat. The sec- 
ond coat of a good two-coat 
job covers them completely. As 
all good painters know, a prop- 
er two-coat job puts as much 
paint on a wall as a three-coat 
job. These pieces with dark 
streaks should give the same 
trouble-free life as other pieces 
on a properly built house. 

In areas where wind-blown 
rain is apt to get behind the 
siding, it will be helpful to dip 
the siding into a good water 
repellent before applying the 
first coat of paint, or to paint 
the back and ends with a heavy 
pigmented paint before instal- 
ling. 


Natural Finishes 


In regard to the life of nat- 
ural finishes currently avail- 
able, it is our experience (and 
also that of the Forest Products 
Laboratory, Madison, Wis.) that 
in order to keep the siding ma:le 
of any species of wood bright 
and fresh looking, it is neces- 
sary to refinish every year [to 
a year and a half. We know of 
no natural finish which will 
give the long life of a pigmented 
paint. 

We realize that many peo} le 
prefer to finish siding natvr- 
ally, and we believe in evalu:t- 
ing this method as compared 
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ratory, Madison, Wis. 


NAIL RUST, illustrated here, could 
have been prevented by using galvan- 


ized, aluminum or stainless steel nails. 


with the paint finish, it is well 
to remember that the original 
cost of application and material 
is considerably cheaper and that 
the refinishing can be done at a 
much lower cost. Almost any- 
body can apply a natural finish 
and do a pretty good job of it, 
while in most cases the services 
of a professional painter are 
required for pigmented paints. 

Many architects recommend 
that redwood siding be left with 
absolutely nothing on it to pro- 
dice a rustic effect. In most 
purts of the country this will 
result in unshaded walls on the 
soith side of the house turning 
quite blackish, with the north 
side sort of silvery gray, and 
the east and west walls some 
biend between the two. With the 
tim painted white or some oth- 
i light color, a pleasing effect 
is had. Leaving the redwood un- 
finished in this way will not 
harm it. 

As to the amount of paint 
required to do a good job on 
redwood, as compared to some 
other woods, the experience of 
practical painters, as well as 
tests made at the Forest Prod- 
ucts Laboratory, U. S. Depart- 
ment of Agriculture, Madison, 
Wis., shows that on the prime 
coat only of a three-coat paint 
job, redwood takes about 10% 
more paint and that no extra 
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yurtesy Forest Products Labo- 


paint is needed on the second 
and third coats. When you re- 
member that the paint lasts 
much longer on redwood, that 
10% more on the prime coat 
only does not seem very much. 
To get the very best results 
from bevel siding, both from a 
painting standpoint as well as 
from every other consideration, 
be sure to specify vertical grain 
only. 
Rules for Best Results 


To summarize, we offer the 
following recommendations to 
avoid paint troubles on siding: 

1—Use clear, vertical grain, 
kiln-dried siding only. 

2—Keep siding dry in stor- 
age. 

3—Be sure sheathing is dry 
when siding is installed. 

4—Paint ends of siding when 
installing, or before (in pile). 

5—Use galvanized or alumi- 
num nails. 

6—Leave no open joints when 
installing siding—butt ends of 
siding tight against corner 
boards and casings; also 
against ends of adjacent pieces 
of siding, including corner 
mitres. 

7—Ends of siding against 
sloping roofs should be trimmed 
back at least 34.” and should be 
painted. 

8—Metal corner pieces must 
be fitted water-tight. 

9—Make tight construction 
at eaves to prevent entrance of 
water during windy, driving 
rains. ” 

10—Extend roof sheathing 
and paper beyond outside of 
wall siding so that any conden- 
sation on under side of roofing 
material runs off outside of sid- 
ing and not into stud space or 
under siding. Lower edge of 
frieze board to be against out- 
side of siding. 

11—Lowest course of siding 
should be at least 6” above 
ground. 

12—Carefully install ap- 
proved vapor barrier as close 
as possible to the warm side of 
the wall, especially when there 
is insulation in the wall. 

13—Make sure the sheathing 
paper is not a vapor barrier. 

14—Carefully install flashing 
over all windows and doors, ex- 
tending metal down over edges 
and ends of well-sloped water 
tables to prevent water getting 
back of siding or jambs. Edge 
of siding should not rest down 
tight against “near level” water 
tables over doors or windows. ~ 


15—Use a good grade of 
paint. Read and follow direc- 
tions of paint manufacturer— 
carefully. 

16—Don’t paint on a damp 
day or too early in the morning 
when dew is still on the wall, 
or on too cold a day. 

17—After installing siding, 
apply prime coat of paint im- 
mediately, before rain occurs. 
Of course, priming all surfaces 
before installing would be ideal, 
or dipping into a good water re- 
pellent would be equally help- 
ful. 

18—Do all plastering and let 
plaster dry thoroughly through- 
out its full thickness before ap- 
plying second and third coats 
of paint. Leave windows open 
during drying of plaster. 

19—Prevent movement of 
moisture to stud spaces from 
basement or crawl spaces. 

20—Ventilate attics, espe- 
cially those that have insulated 
floors. 

21—-Start out with dry siding, 
keep it dry, and prevent water 
or condensation getting behind 
the siding. . 

22—Do not paint over too 
many layers of old paint. 
Interiors 

Redwood is tops in taking 
and holding interior enamels 
and can also be finished in the 
natural in any one of a multi- 
tude of interior color variations. 
The different paint companies 
publish formulae for stains 
to provide almost any result 
you wish. The California Red- 
wood Association distributes an 
interior color chart which can 
be had without cost. 

In my own home I have some 
redwood on which I applied two 
coats of liquid carnauba wax 
about four years ago to main- 
tain the natural redwood color 
and to make dusting easier. 
The wood looks the same as it 
did originally. However, it will 
be difficult for me ever to put 
successfully any other type of 
finish over this wax. 

If one thinks he will want to 
remove such a wax coating 
some day, he should put a coat 
or two of wallpaper lacquer or 


‘a good sealer on the wood be- 


fore applying the wax. This 
= the wood just a little 
it. 

By following recognized good 
practices you can get a thor- 
oughly satisfactory finish job 
on redwood—both outside and 
inside your house. 
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SELL SISALKRAFT 
every time you sell 
a bag of cement 


SISALKRAFT and concrete go to- 
gether ...so whenever you sell cement 

. even a bag or two ... SELL 
SISALKRAFT, too! Why?. . . because 
SISALKRAFT makes concrete better. 
Suggest these steps to your customers 
(1) Cover the fill with SISALKRAFT 
before pouring concrete; (2) Pour con- 
crete directly on the SISALKRAFT; 
(3) After concrete slab is ‘‘set,” cover 
it with SISALKRAFT to protect and 
cure it properly. 

Tough, waterproof, windproof SISAL- 
KRAFT and most building materials 
go together! Whenever you sell any 
construction materials, suggest SISAL- 
KRAFT, too . . . for protection, It’s 
easy to sell because its quality and 
dependability are well known. It makes 
friends for you . . . repeat sales... 
more profits! Has been doing that for 
decades. 

Display SISALKRAFT and SISAL- 
ATION (the popular reflective insula- 
tion that is also a moisture-vapor-bar- 


rier) . . . you'll sell more! 


NATIONALLY ADVERTISED TO HELP YOU SELL 


For free samples, posters, ad mats, 
folders and sales aids Write Dept. AL6. 


SISAL-REINFORCED 
ROTECTIVE PAPERS 


THE SISALKRAFT CO. 


205 West Wacker Drive, Chicago 6, Illinois 
New York 17, N. Y. @ San Francisco 5, Calif 
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CUSTOMERS EXAMINE LUMBER found in the ‘Economy Corner” at Hines’ 
Cicero yard. The day’s values are placed on a special blackboard daily for the 


use of prospective customers. 


Economy Corner 
Helps Sell 
““Shorts”’ 


Homeowners visiting 
Hines’ Chicago suburban 
yards save 25% on many 
of their building needs by 
shopping its bargain bins. 


A profitable method of selling 
shorts and other relatively slow- 
moving building items is a prob- 
lem to most dealers. In Chicago, 
the Edward Hines Lumber Co. 
has solved this problem by de- 
voting two bins to the storage 
and display of these items in 
each of its 24 yards. 


“People like to make their own 
selection at these bins and we 
don’t push them,” says Phil 
Creden, Hines advertising man- 
ager. “We keep the bins well 
stocked with clean ‘shorts’ and 
emphasize self-service. All pieces 
are sorted according to price, 
which varies, of course, accord- 
ing to the condition of the 


ECONOMY CORNER 


~ Building Shelves? 
sd Save 20% to 25% 
on Short Lumber! 

Yes, it's smart to be thrifty — 

and you'll see why when you Inspect 

the valves in the Economy Comer 

ot ll Hines yards. Short boards—3 ft. to 

4 ft. lengths—short mouidings—all 

ploinly priced s0 you can make 

your own selection 


Edward ENR Lumber Ce 


ECONOMY CORNER is featured in 
nearly every full-page ad run by Hines 
in the Chicago Tribune. 


boards.” 

“Shorts” and moldings are 
the fastest moving items in the 
Economy Corner. But the Cor- 
ner also includes items like odd 
doors and windows, storm sash, 
window and window frames and 
discontinued paint colors. 

Savings to the homeowner on 
these items run around 25‘ 
Even contractors stop in to pick 
up odd pieces for their jobs. 

Hines’ television show, “‘Walt’s 
Workshop,” helps move items in 
this department. Ninety per- 
cent of the hobby projects dem- 
onstrated on this show can be 
made from materials found in 
the Economy Corner. 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beau- 
tiful graining. Consult the leading firms on this page on your next hardwood require- 


ments. 


The leading Appalachian firms on this page are prepared to supply you with fine 
quality, precision manufactured Appalachian Hardwoods. Tell them what you need. 


D. D. Brown ee Ww. Va. 
Mirs. Band and Circular Sawn West Virginia Appalachian 


Hardwoods—Kiln-Drying and Planing Mill Facilities. 
Establisned 1880. 


*Christian Lumber Co.......Monticello, Ky. 


Appalachian Hardwoods Exclusively 
Shipping Point: Burnside, Kentucky 


The M. B. Farrin Lbr. Co....Cincinnati, Ohio 


Kiln-Dried and Air-Dried Appalachian Hardwoods. “Century” 
Oak and Maple Flooring. 


*J. P. Hamer Lbr. Co.......Kenova, W. Va. 


Manufacturers 
Appalachian Hardwood Lumber 


*The Mower Lbr. Co.....Charleston, W. Va. 


West Virginia Hardwoods, Flooring & Glued-up Dimension. 
Dry Kiln and planing mill facilities. Mills: Cass, Nallen, Dailey, 
Durbin, Colcord & Pettus, W. Va. 


*Meadow River Lbr. Co.....Rainelle, W. Va. 


Manufacturers of West Virginia Hardwood Products. 


. * oe e . J 
_ *M. E. Crisp Lbr. Co.........Welch, W. Va. Wood-Mosaic Co., Inc.......Louisville, Ky. 
the West Virginia and Kentucky Appalachian Hardwoods, Oak, Parkay ane Berduees Flooring, Lumber, 
I Poplar, Beech, Maple, Ash, Hickory, Chestnut and other hard- SRSSES, VUnsAsICn. 
‘or- woods. All facilities. 
odd 
ish, : *McCracken & McCall, Inc...Lexington, Ky. 
and *Cherry River Boom&Lbr.Co.,Richwood, W.Va. Appalachian Hardwoods | = POPLAR BEVEL SIDING 
Appalachian Hardwoods, Flooring, Planing Mill Products. and Saw and Planing Mill at Flat Lick. Ky. 
on Glued Dimension. 
5%. 
vick , —" *Mowbray & Robinson Lbr. Co., Cinci i 
*Bemis Hardwood Lbr. Co., Robbinsville, N.C. Mile et Combe, Ky. end _Go., Cincinnati, O. 
- omplete Line of Appalachi H . 
ilt’s Hemlock, Hardwoods, Flooring. Dimension _ —— a oe 
s in 
eal Always Specify 
eni- . 
“be Appalachian Hardwoods 
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* Member Appalachian Hardwood Manufacturers, Inc. 
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MODERN STORE FRONT helps attract business from the heavily-traveled 


thoroughfare. 


* * 
* 


VERE D. BACHMAN is manager o 
the Beach Haven store. 
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SAMPLE HARDWARE ITEMS affixed to drawer bins SIZABLE GIFT DEPARTMENT includes glassware sec 
make it easy for the customer to find what he wants. tion. This is a popular corner for tourists. 


Ready for Beach Business 


Seasonal trade is long suit for New Jersey 
firm, which has established reputation for serving 


island visitors. 


Handling a large transient 
trade is no problem if the store 
is equipped to service that kind 
of business. This is  particu- 
larly true of dealers who are 
located in the resort and lake 
areas. 

Such a dealer and store is 
Vere D. Bachman, manager of 
the Conrad Bros. Lumber Co., 
Beach Haven Island, N. J. 
Beach Haven is an island resort 
just off the south Jersey coast. 
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“We enjoy a large volume of 
turnover because we are pre- 
pared for it,” says Manager 
Bachman. “We had rather over- 
stock an item than understock 
it. We maintain a complete 
line of beach and bathing mer- 
chandise, kitchen utensils and 
small appliances in addition to 
our complete line of general 
building materials.” 

All merchandise is displayed 
on Open counters so that cus- 


tomers can make their own 
selection. It is just as easy to 
shop in the lumber and hard- 
ware departments as it is in the 
departments devoted to. sea- 
sonal goods. For example, an 
entire wall section is devoted 
to small bins containing hard- 
ware items. A sample of the 
contents of these bins is at- 
tached to the front of each bin. 

Women are hired to augment 
the regular sales staff during 
the summer season. 

The store is divided into 
three departments: the house- 
wares section, lumber and 
hardware, and paint and wall- 
paper. Island residents are fa- 
miliar with Conrad’s as it has 
been located in the same place 
for 21 years. Conrad Bros. has 
a branch store in Barnegat, 
N. J. Mrs. Martha C. Oakley 
is president of Conrad Bros. 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill 
contacts, knowledge of mill’s specialties, re- 
sources, manufacturing and shipping facili- 
ties and a thorough understanding of buyer's 
requirements, the leading Western Whole- 
salers below can help you take the worry 
out of your lumber buying. Tell them your 
needs. Let them supply your complete 
requirements. 





Pacific National Lumber Co. 
West Coast Lumber 


P. O. Box 1587, Tacoma 1, Wash. 
ALEXANDER LUMBER CO. 


435 Securities Bldg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
Speclalizing in Western Red Cedar Siding 
Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHINGTON 
Our 32nd Year 


Seleg ftihan Gang 
564 Market St., San Francisco 4, Cal. 
MAK SEATTLE LUMBER COMPANY 


3735 University Way, Seattle 5, Wash. 


Y STERN LUMBER MERCHANTS 
Eastern Office 4 Warehouse: 
TH® C. A. MAUK LBR. CO., TOLHDO, O. 


Jo:eph A. Adair Lumber Co. 


520 S$. W. Sixth Avenue 
Portland 4, Oregon 


Ca: E. Soderberg Lumber Co., Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 


PINE SPECIALISTS 
Ter: le 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 
6'3 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PD572 


























Duncan Lumber Co., Inc. 


818 Securities Bldg., Seattle 1, Wash. 
Speciallzing in Fir Gutter, all sizes and patterns 


Morrill & Sturgeon 


Lumber Co. 
YEON BLDG., PORTLAND, ORE. 
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CARL R. SCHELL, manager, Schell- 
Munday Co., is showing a prospective 
customer color slides of a completed 
job. 


Colors Slides 
Help Sell Jobs 


“T feel I’ve taken on 
an extra salesman,” says 
Amarillo, Tex. dealer. 


Color photography is used by 
the Schell-Munday Co., Ama- 
rillo, Tex., to help sell new 
building jobs. 

Carl R. Schell, manager of 
the firm, bought a 35 mm. cam- 
era and table projector several 
years ago and has since en- 
larged this equipment to include 
a hand viewer and color slides 
for his five salesmen. 

“Color slides,’’ says Mr. 
Schell, “not only allow us to 
show the customer various col- 
ors and color combinations, but 
we can also use colorful exam- 
ples of finished jobs.” 

Mr. Schell keeps on hand col- 
ored slides of nearly every job 
the firm does. Consequently, he 
can always show several slides 
which are representative of the 
type of building the customer is 
considering. 

“It’s easy to take color pic- 
tures,’ adds Mr. Schell. “Our 
local photo dealer is ready to 
answer any question we may 
have. I feel that I’ve hired an 
extra salesman or two since we 





started using this equipment.” 
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x * * 
CARLOAD SHIPMENTS OF 


. BIRCH 
PLYWOOD 


STOCK PANELS 
Grades A-A, A-1, A-2, A-3, 1-1, 
1-2, 1-3, 2-2, 2-3, 3-3. All thick- 
nesses: 4" to 34”. Complete stock 
sizes. 


BIRCH DOOR PANELS 


Grades available: A-3, 1-3, 2-3, 
3-3, in 1%" and 3%”. All panels are 
3-ply. 
All Birch plywood meets Bureau of 

Standards specifications. 


BIRCH VENEER 


Rotary and Sliced Cut Face Ve- 
neer. Standard Thicknesses, 
Lengths 30” to 100". Backs, Cross 
Banding and No. 1 Sheet Stock. 


L.C.L. or CAR 
SHIPMENTS 


now available from our new 


DETROIT WAREHOUSE 
including 
DOOR PANELS 
birch and gum \ and 3%. 


STOCK PANELS 


birch and gum, all sizes 
SHEATHING 
fir and gum, all sizes 
Specify your Requirements 





x *& * 


W.R.BRAUND 
Company 


Room 214 Wabeek Building 
276 West Maple Avenue | 
Birmingham, Michigan 


Telephone— Midwest 4-3450-51-52-53 
Birmingham TWX 500 

Detroit Warehouse— 
Tel. TY 4-4095 
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Hoo Hoo Immortals Memorial Scholarship 


AWARDED 1 
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Twin City Hoo-Hoo 
Honors Immortals 


The members of the twin Cities 
Hoo-Hoo Club No. 12 have estab- 
lished a scholarship in the Univer- 
sity of Minnesota School of For- 
estry to be known as the Hoo-Hoo 
Immortals Memorial Scholarship. 

The Immortals, six members of 
the Twin City Chapter, during the 
1930’s took the almost defunct club, 
reorganized it, wiped out a deficit 
and made it active and properous 
once again. The four deceased Im- 
mortals include S. L. Boyd, T. T. 
Jones, W. M. Wattson and H. T. 
Kendall. Living members are T. M. 
Partridge and Ormie C. Lance. 

The first scholarship of $100 
went to Donald G. Butler a Junior 
in Forestry with an outstanding 
scholastic record. The scroll il- 
lustrated above was presented to 
him during a Recognition As- 
sembly, May 21, at the University 
in Minneapolis. Permanent es- 
tablishment of the fund is now 
under way and it is expected that 
eventually the annual income will 
amount to between $100 and $200 
each year. 


New Course: Business 


Of Home Building 


Trinity University, San Antonio, 
will offer students this fall the 
first comprehensive course in the 
business of home building. The new 
course will not duplicate existing 
courses in engineering, light con- 
struction, architecture and account- 
ing, nor is it a trade school. In- 
stead it will be part of the school 
of Business Administration and 
while giving students a familiarity 
with fundamentals of building, its 
primary emphasis will be on the 
business and management phases 
of home building. 

The new course will be open not 
only to freshmen, but also to qual- 
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ified second and third year transfer 
students from any accredited col- 
lege. Graduates will be awarded a 
Batchelor of Science degree in the 
Business of Home Building. 

Between the junior and senior 
years students will receive actual 
construction management experi- 
ence by working as_ assistant 
superintendents under the super- 
vision of accredited home builders 
of outstanding ability. Assisting 
Trinity University in organizing 
and conducting the course is the 
Housing Research Foundation of 
Southwest Research, near San An- 
tonio. The Housing Research Foun- 
dation is an _ educational public 
service activity endowed by lead- 
ing business firms interested in 
improving housing. 

A folder is available describing 
the course in complete details. 
Readers should write to the Direc- 
tor of Admissions, Trinity Univer- 
sity, San Antonio 12, Tex. 





General Clay Receives 
Middle Atlantic Award 


G. Hunter Bowers, in his first 
official act as president of the Mid- 
dle Atlantic Lumbermens Associa- 
tion, presented General Lucius Clay 
with the Association’s Annual Sil- 
ver Plaque Award on April 25. 

General Clay, formerly Com- 
mander of our Armed Forces in 
Germany, and now chairman of the 
board of Continental Can Company, 
was awarded the Silver Plaque for 
his outstanding work on the fa- 
mous “Operation Air Lift” in Ger- 
many and for his highly important 
work for freedom as originator and 
national chairman of the “Crusade 
for Freedom.” 

Mr. Bowers, who is also presi- 





dent of the Wm. D. Bowers Lum- 
ber Company, Frederick, Md., mae 
the presentation at the Genera.’s 
New York office. In his address 1e 
told the General, “Your fight for 
freedom carried on both here and 
abroad has made the American 
people realize the enormous job of 
educating the world to the princi- 
ples which are the inherent right 
of every man, wherever he may be. 
On many occasions as Military 
Governor it seemed you stood alone 
against the Russians representing 
all freedom loving people as a pil- 
lar of strength. 


NRLDA Public 
Relations Contest 


Judges in the 1952 public rela- 
tions contest sponsored by the Na- 
tional Retail Lumber Dealers As- 
sociation were confronted with 139 
separate entries when they met at 
the Drake Hotel, Chicago, on May 
8 to pick the winners. Many deal- 
ers entered three or four separate 
exhibits. 

The 10 national winners were 
Edward Hines Lumber Co., Chi- 
cago; Armstrong Bros. Lumber 
Co., San Angelo, Tex.; Temple 
Lumber Co., Kerrville, Tex.; Dain 
Supply Co., Inc., Mahopac, N. Y.; 
Beaver Dam Mfg. & Supply Co., 
Beaver Dam, Ky.; The A. W. Bur- 
ritt Co., Bridgeport, Conn.; Poca- 
tello Lumber Co., Pocatello, Idaho; 
Kaercher Lumber Co., Ortonville, 
Minn.; Clover Leaf Lumber Co., 
Edgar, Wis.; Charlottesville Lum- 
ber Co., Inc., Charlottesville, Va. 

Firms which received honorable 
mention in the contest follow: 

New Bedford Lumber Corp., New 
Bedford, Mass.; Patch Brothers, 
Dryden, N. Y.; Carli Lumber Co., 
Sebring, Ohio; Mt. Gilead Lumber 
Co., Mt. Gilead, Ohio; W. F. & J. *. 
Barnes Lumber Co., Waco, Tex.; 
Western Housing & Lumber Cv., 
Colorado City, Tex.; Alamo Lum- 
ber Co., Bay City, Tex.; Olshan 
Demolishing Co., Houston, Tex.; 
The Trade-Well Co., Antigo, Wis. 

Everett B. Wilson, public rel:- 
tions director of NRLDA, tabulated 
the votes. The judges in the con- 
test were Edward G, Gavin, Ame?- 
ican Builder; Richard W. Doug- 
lass, American Lumberman; Jac 
Parshall, Building Supply News; 
Stanley F. Horn, Southern Lumber- 
man; W. G. Grinols, The Missis:- 
sippi Valley Lumberman; Charles 
W. Hestwood, Retail Lumberman. 
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MERCHANDISING CLINIC 


Priceless Merchandising 
Asset 


Orderliness has great merchandis- 
ins appeal—much more than a great 
many lumber dealers think. Main 
Street (“Chain Street” may be a bet- 
ter name for it) proves it. It is one 
of the fundamental requirements of 
all suecessful retail operations. It 
comes close to the top of the list in 
super-markets. Mail order houses, 
too. Did you ever see a well-operated 
chain store of any kind that wasn’t 
the epitome of orderliness? It’s a 
priceless ingredient in every good 
merchandising formula. 


. - One look at a_ business 
man’s desk will tell you whether 
he is on top of the job or the 
job is on top of him. 


It's One or the Other 


There are two kinds of grocery 
stores in every neighborhood—the 
super-market or chain type that scin- 
tilates with cleanliness and attractive 
displays, and the one-man (and his 
wife) store—usually in the basement 
of apartment buildings or in strategic 
locations for the bottle-of-milk-and-a- 
loaf-of-bread-trade. Both have their 
place in the sun. Both will probably 
remain in the picture. But the former 
will do the bulk o7 the business and 
the latter will be content with the 
pick-up trade. 


... Orderly merchandising 
stems from orderly thinking. 


First Things Must Come First 


One of the major attributes of every 
business man who has ever lifted him- 
sel’ out of the “average class” is his 
ability to line up his thoughts in the 
order of their importance when it 
comes to considering any sort of a 
problem. If he starts in the middle 
and tries to go both ways at the same 
time, or from the bottom and works 
up. he seldom arrives at a solution. 
Usually he lands way out somewhere 
on the south forty, pretty much 
baled and completely confused. 


. . . Good display requires less 
work than haphazard arrange- 
ments. 


What Comes First 
in Good Merchandising 


Assuming that the essential ele- 
ments of proper location, efficient es- 
tablishment, adequate financing, and 
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intelligent management are present 
(as they always should be), one of 
the first things that claim the atten- 
tion of the lumber dealer is selection 
of merchandise. But regardless of 
how well such decisions may be made, 
much of the value of good buying is 
nullified through poor displays after 
the materials have arrived at the lum- 
ber yard. It has been pointed out that 
a chain store can buy $500 worth of 
merchandise and put it on display so 
that it looks like $5000, while a lum- 
ber dealer will purchase $5000 worth 
of materials and stock them so they 
look like $500. That’s why we are 
putting so much emphasis on the sub- 
ject of good display. 


It doesn’t take a department 
store window trimmer to ar- 
range an attractive display of 
building materials in the store 
part of a lumber yard. 


Two Birds with One Stone 


Island displays are a heaven-sent 
blessing for lumber dealers . . . espe- 
cially when they are on casters so 
that they can be moved easily. They 
accommodate themselves to almost 
any kind of merchandise. Removable 
racks or shelves in a variety of shapes 
make it a simple matter to take mer- 
chandise out of the shipping contain- 
ers and put it in stock on the island 

. which, in turn, becomes the dis- 
play that attracts attention. It can 
also be made to help create sales. 


... “Hiding” merchandise under 
counters and in bins simply 
doesn’t pay off. 


What Would Department 
Stores Do? 


The theory that building materials 
do not lend themselves to attractive 
display has long since been exploded. 
There are few items in the lumber 
yard that cannot be brought up front 
and center and made to attract atten- 
tion. This week we saw a car of brick 
—just ordinary brick—being unloaded 
by a lumber dealer’s crew and piled 
behind one of the warehouses where 
they would not be seen by anyone 
who came to the establishment and 
could only be found by the men who 
knew where they were hidden. So 
what? Bricks are bricks, and that’s 
that! Not much can be done to get 
people interested or the least bit ex- 
cited about such a prosaic item. If 
any one needs brick, he knows where 
he can get them! 


... All building materials have 
a certain amount of display 
value. 


When Bricks Are Not Bricks 


Actually bricks are more than bricks 
to a great many people who think of 
them IN USE rather than merely the 
well known, conventional pieces of 
clay. The window trimmer in a de- 
partment store recently borrowed sev- 
eral hundred from a local lumber 
dealer for display purposes in a show 
window and inside the store. They 
worked out wonderfully well, too, as 
colorful piers in various sizes on 
whieh glass shelves were placed to 
display the merchandise which was 
being featured. 


... Displays showing materials 
in use create profitable sales. 


Ideas Are What Make Sales 


A woman shopper saw the bricks in 
use in the department store. “Good 
idea for my summer porch,” was her 
reaction. “Plants instead of merchan- 
dise.” So the lumber dealer sold 
rather a nice order of something he 
had well hidden in his lumber yard. 
Naturally the customer would nevér 
have discovered them, and if she had 
she wouldn’t have thought of using 
them as she did. It took a Main Street 
department store to suggest a use 
which in turn created a sale. Dozens 
of similar uses could be found around 
many homes if bricks could be lifted 
out of the category of merely bricks. 


. . . Lumber dealers think in 
terms of materials instead of 
ideas. 


The More Profitable Way 


The classified ads in many cities 
often are used by lumber dealers to 
quote low prices on two or three 
standard items. Usually the items are 
the same. Some way with the prices 
(even though they are perilously close 
to the dealer’s cost). This type of ad- 
vertising is so commonplace and has 
been used so long it has lost much of 
its pull. Perhaps it is necessary, even 
though many top notch lumber yards 
get along without it. But regardless 
of whether it is essential or not, it 
recognizes nothing but price as an 
effective appeal. Display (particularly 
materials-in-use) may not be possible 
under these circumstances, but if such 
were the case we'll wager our newest 
chapeau they would attract much 
more attention and create many more 
profitable sales. 
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What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—Who said this: “Like the 
packing industry, we use every- 
thing but the squeal of the 
pig”? 


2—If you want to give vent 
to pent-up moisture in side- 
walls, according to one adver- 
tiser, use what? 


3—What are the consumer- 
contractor percentages of Mo- 
hawk Lumber & Supply Co.’s 
business? 


4—What Fleetwood is to au- 
tomotive bodies, the name of 
Crawford is to what, according 
to one manufacturer? 


5—Crowd - pulling stunts 
have made Hechinger’s famous 
in Washington. Name one. 


Alba, Fagas, 
Fraxinus, and Carya are not 
characters out of a foreign 
novel but natives of what re- 
gion in the U.S.? 


7—How often should natural 
redwood siding be refinished? 


6—Querecus 


8—Unlike some plastic wooed 
compounds, this water putty is 
said to be shrinkless. It’s mar- 
keted under what name? 


9—The wood that Walt Dur- 
bahn uses on his famous TV 
show comes from where? 


10—Out of Holland, Mich., 
famous tulip town, comes a new 
floor bridging system called 
what? 


Answers on page 70 
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Products .... Sales Aids... . Literature 


The Picnic-Aire, consisting of 23 
pieces, includes a wood frame table 
with legs folded inside, plastic table 
cloth, plastic plates, cups, spoons, 
forks, knives, salt and pepper con- 
tainers. All of these are fitted into 
the lid of a roomy carrying case with 
plenty of space left for food. For 
folder write Federal Associates, Dept. 
AL, 22 W. Madison St., Chicago 2, IIl. 


Insulation Sales Kit: Extra ammu- 
nition for building supply dealers to 
push home insulation sales is con- 
tained in a new Summer Insulation 
Sales Kit developed by the Zonolite 
Company, manufacturers of vermicu- 
lite. The kit, consisting of brochures 
on vermiculite house fill insulation, is 
available to dealers without cost. 
Write to Zonolite Company, Dept. 
— 135 S. La Salle St., Chicago 3, 


Design methods for the use of 
Fenestra D and AD steel building 
panels in the construction of wind- 
resistant and earthquake-resistant 
buildings are published for the first 
time in a new 10-page brochure just 
released by Detroit Steel Products 
Company, under the title, “Seismic 
Building Design.” This brochure will 
be of particular interest to architects 
and engineers, not only in earthquake 
zones, but in all parts of the United 
States where there is an interest in 
the lateral stability and economical 
design afforded by the use of Fen- 
estra building panels. The brochure 
gives the history and findings of a 
testing program carried out in South- 
ern California under supervision of 
the California Institute of Technol- 
ogy. For copies of the brochure write 
Detroit Steel Products Company, 
Dept. AL, 2244 E. Grand Blvd., De- 
troit 11, Mich. 


Six-page folder describing Rocket 
Sliding Door Hardware includes ‘full 
size sectional drawings, materials and 
specifications as well as a complete 
dealer price list. Grant Pulley & 
Hardware Co., feels this is one of the 
most all-inclusive pieces of literature 
ever offered in the Sliding Door Hard- 
ware field. In addition, Grant is mak- 
ing available to dealers, window 
streamers, counter displays, mailing 


. pieces, broadsides, ad mats, and a 


continued national advertising cam- 
paign designed to cover every po- 
tential user of Sliding Door Hardware. 
Write Grant Pulley & Hardware Co., 
Dept. AL, 31-85 Whitestone Parkway, 
Flushing, N. Y. 


Katolight, a new circular covering 
Kato Engineering Co. products, in- 
cludes AC generators, ringing power 
machines, motor-generators, rotary 
converters, high-frequency generators 
and power plants. Kato AC genera- 
tors provide same kind of current as 
the highlines. For copy of bulletin 
write Kato Engineering Co., Dept. 
AL, 1415 First Ave., Mankato, Minn. 
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K.D. Cabinets for Homeowners 


The Brammer Mfg. Co. is now in 
production on unassembled kitchen 
cabinets which may be entirely as- 
sembled by the homeowner. Each 
cabinet unit is packed in a separate 
carton with complete instructions 
and all necessary hardware. Cab- 
inets are easily assembled with sim- 
ple tools and fit together exactly 
when assembled. Holes are drilled 
and counter-sunk for inserting con- 
necting bolts. Each unit has open 
ends for continuous shelving. End 
panels are available to cover the 
exposed ends. Write Brammer 
Manufacturing Co., Dept. AL, Dav- 
enport, Iowa. 





Solid Wall Paneling 


Now for the first time at popular 
prices, the Bacon Lumber Co., Ine., 
is offering wall paneling manufzc- 
tured from woods normally usd 
only in fine furniture. The new line 
includes genuine African Mahogary, 


African Prima Vera, Americ:n 
Sycamore, Wild Cherry and Sapeli 
Mahogany. Pointing out that tie 
first cost is the last cost, the con- 
pany stresses that mahogany for :n 
8x10 ft. wall costs only $37.44. 
Bacon Panawall is tongue aid 
grooved wall paneling of sold 
boards, finished in 7/16” thickne:s, 
pre-sanded, and ready to install. 

is sold only in random widths fro. 
4 to 9 inches. Lengths are fro 
6 to 15 ft. random, but with Afric: 
Mahogany and Prima Vera, 85 
of the lengths may be specifie:l. 
The product is not manufacture¢ 
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You point with pride to floors you have 
laid with Chickasaw Brand Oak Flooring. Un- 
finished or Prefinished. 

Save time and labor. Use our Prefinished 
Oak Flooring. It is manufactured, sanded, seal- 
er applied, waxed and polished by experts at 
the Factory. Standard Strip. Early American 
Plank. Easy-to-use Block. 










MIXED CARS 


We can furnish mixed cars of Oak 
Flooring, Treads, Risers, Nosings, 
Thresholds, Oak Trim and FAS Oak 
Lumber in various thicknesses. Also 
Plank Flooring, Plain or Quartered, 
Finished or Unfinished. 


Member National 
Oak Flooring 
Manufacturers 
Association 
















*Ask today for quotations 


S$) since 1905 
fi 


MEMPHIS HARDWOOD FLOORING CO. 
1591 THOMAS STREET * MEMPHIS, TENN. 
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Saves Time! Saves Money! 
Easy to Install and Adjust! 


USE STANDARD DOOR FRAME. No 
special header construction 


5 GUIDE STRIPS eliminate trouble- 
needed. No grooving! 


some grooving of doors. Not 
visible from the outside. 


APRON CONCEALS HANGERS AND 
TRACK. May be painted if desir- 


6 ee GUIDES can be installed 
ed. No extra trim necessary. 


after doors are hung. Slotted 
screw holes permit easy ad- 
justment. 


ONLY ONE INCH HEADROOM RE- 
QUIRED. No need for extra 
headroom for hardware. 


NO TRACK ON THE FLOOR to 
catch dust and dirt . . . floor 
is Clear and clean at all times. 


} ADJUSTABLE HANGERS. Slotted DOOR STOP keeps flush pull on 
screw holes make it easy to rear door always accessible. 
plumb door with jamb. Fingers can't get pinched. 


Write for Catalog on Sterling line of Sliding Door 
Hardware for wardrobes, pocket doors, side doors 
in home garages and other Sterling products. 


) Hetinally Adswutiaed 


i my 
Architectural File 18d/ST and Builders’ File 4e/ST "3 
rchitectural File /ST and Builders’ File 4e/ - 
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HARDWARE 











* Visit our Display at... 
The Architects Samples Corp., New York City 


STERLING HARDWARE 


2345 W. Nelson Street 
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MANUFACTURING CO. 


Chicago 18, Illinois 














from resawn lumber. Write Bacon 
Lumber Co., Inc., Dept. AL, 4702 
W. Augusta Blvd., Chicago 51, IIl. 














































































































Ceco-Sterling Series 


Ceco Steel Products Corporation 
introduces its newly acquired Ceco- 
Sterling Series 50-B aluminum 























double-hung windows for residences 
in a brochure offered free of 
charge. Five groups of standard 
window stylings, made by chang- 
ing or eliminating muntin arrange- 
ments, provide the architect and 
builder with practical solutions to 
their design problems and yet al- 
low great freedom of design, says 
the manufacturer. Over 20 picture 
window sizes are included among 
the Ceco-Sterling selections. A 
helpful feature of the brochure is 
that three complete sets of dimen- 
sions are shown on one easy-to- 
use pictorial chart: inside rough 
opening dimensions, outside open- 
ing dimensions and window dimen- 
sions. Single and double glazing 
glass area measurements are listed 
to further aid the builder. 




















































































THREE 
MODERN 
MILLS: 











for top quality 


HARDWOOD and 
PINE Lumber 


Our motto is—‘‘We sell to Serve Again”, and 
we mean it. We appreciate your first order, 
but it’s your repeat business we're really after, 
and that takes quality! Consis- 
tent quality! Give us a chance 
to prove it! 







Urbana, Ark. 
Calion, Ark. 
Springhill, La. 





























PHONE L.D.16 ) TWX 461 





P.0. BOX 86 URBA NA, ARK. 
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Built for life-time service, Cecc- 
Sterling windows are _ precision 
constructed, with all corners ani 
joints welded. This results in the 
finished window being a ruggei 
one-piece unit, yet light and easy 
to install. The windows remail: 
permanently fitted, frictionless, rat- 
tle-free and non-binding, says the 
manufacturer. Stainless steel 
weather-stripping, built into the 
units, gives weather-tight protec- 
tion when the windows are locked 
shut, as well as easy opening and 
closing. Write Ceco Steel Products 
Corporation, Dept. AL, 5601 Wes: 
26th St., Chicago 50, Il. 
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Metal Hide-A-Stair 


Hawkins Metal Hide- A - Stair 
meets all F.H.A. requirements. Said 
to weigh no more than wood, this 
steel precision-built stair cannot 
warp or come apart. There are no 
counterweights, no slides. Built 
one-piece truss; lag bolted for 
strength; jambs into joists. Safety 
features are steel hand rail and 
non-skid treads. Easy finger-tip 
control handles lowering and raising 
of stair. No assembly is necessary, 
just install as a unit. For ceiling 
heights 76” to 10’, installation 
time is given as 20 minutes. This 
metal, folding attic stair is pre- 
tested for poundage pull, shipped 
completely assembled, packaged 
ready to install. For literature 
write Hawkins Iron Company, Inc., 
Dept. AL, P. O. Box 670, Birming- 
ham, Ala. 





Package Unit Attic Fan 


The Bar-Brook AVP-36 package 
unit attic fan is built expressly to 
meet the needs of today’s homes 
with a low roof. Designed for sim- 
ple, low-cost installation, it is easil) 
installed from a stepladder without 
having to get into the attic, and 
requires a minimum of attic space. 
The AVP-36 is a big, powerful fan 
mounted on sealed ball bearings; 
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notor is completely wired with 
fise-link cut off switch. Contains 
built-in shutter. The fan is factory 
assembled into a compact, single 


-pnit. There is nothing to put to- 


gether, nothing else to buy. Fea- 
tres rubber cushioned motor mount 
aid ivory-white baked enamel shut- 
tr with aluminum ready cut trim. 
1 3 HP motor has Certified Free 
Air Delivery rating of 7,500 cfm. 
UL Approved. This fan is ideal for 
modern ranch-type homes. Write 
Lar-Brook Mfg. Co., Inc., Dept. 
AL, 6135 Linwood Ave., Shreveport, 
La. 


Selck Announces New Union Bar 


Walter E. Selck and Co. recently 
placed its new Pres-Sure-Fit Union 
Bar on the market. For joining roll 
rim sinks, stoves and other major 
kitchen appliances with cabinet 
tops, it features a- revolutionary 
design which greatly simplifies what 
once wes a complicated and tedious 
job. Constructed entirely of stain- 
less steel, the Selck product con- 
sists of just two parts—a “T” bar 
with a 1” wide top flange, and a 
front-end cap assembly. Special 
construction features on both parts 
provide the ease of installation 
lacking in conventional types of 
union strips. In most cases, the 
installation can be completed in just 
a few minutes by means of an easy 
three-step process. The Pres-Sure- 
Fit is extremely versatile, and can 
be installed on any job where the 
cabinet top is approximately level 
with the appliance, and the front 
edges are aligned, Available for 
either the right or left side of the 
sink, stove, etc., it is suitable for 
installations up to, and including, 
25". Write Walter E. Selck and Co., 
Dept. AL, 225 W. Hubbard St., Chi- 
cago 10, Ill. 





New Chroma-Tex Siding 

_The deep-grained texture and 
rich colors of costly sidings are 
combined with the rock-like rug- 
vedness of asbestos-cement in As- 
vestone Corporation’s new Chroma- 
lex siding shingles, now being 
produced at company plants in New 
Orleans and St. Louis. Selling at 
the same economy price as Asbes- 
tone’s regular line of siding, 
Chroma-Tex shingles offer new op- 
portunities to follow the nationwide 
trend toward exterior color and 
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bring about true “decorator har- 
mony” of roofs and sidewalls. Pro- 
duced in five appealing colors, 
Chroma-Tex siding is two-toned— 
dark in the valleys, lighter on the 
ridges — for a natural-looking 
“weathered” appearance. Easily ap- 
plied over any sidewall surface, the 
new shingles are ideally suited to 
exterior remodeling jobs as well as 
new construction. The new Chroma- 
Tex siding is fireproof, weather- 
proof, rot-proof, termite-proof. It 
requires no painting, no preserva- 
tive treatment, no maintenance of 
any kind during a lifetime of serv- 
ice. Write Asbestone Corporation, 
Dept. AL, 5300 Tchoupitoulas St., 
New Orleans, La. 


PRE-ASSEMBLED IN 3 SIMPLE UNITS 





Harloc Introduces New Line 
The new Pacemaker line is said 
to be Harloc’s answer to the trade’s 
demand for hardware that is easier 
and faster to install with a result- 








Sealed against moisture, 
undercoated and 
enamel finished 


Properly nailed, 
screwed and 
glue blocked 












MODERN I-XL KITCHENS 
Easy To Finance Under FHA 


are finest 
lumber core plywood 


Doors 





Readily Meets FHA Requirements 
for New Homes, for Modernizing 


Every home owner who is eligible for FHA financing can quickly enjoy the 
beauty and convenience of a modern, streamlined I-XL Kitchen. I-XL new 
style flush end single or double bowl sink bases and cabinets are being 
financed under FHA from coast to coast. 


Everything Fine Cabinets Should Have 


Popular custom-built Formica or linoleum tops. Kiln Dried Hardwood, sealed 
against moisture. Natural finish Birch or baked on white enamel. 


130 patterns to select from. Complete range of sizes from 12” to 84” wide to 
fit any space or layout. Properly nailed, screwed 
and glue blocked for lifetime service. 


I-XL GIVES YOU HIGH QUALITY 


Custom. built 
Formica or 
linoleum tops 


Center drawer 
bearers for 
easy opening 


STITT: | 
wire 


shelf 


WW Zell lo] e)(:) 
Tere) (0) 03 


AT A FAIR PRICE 





THE 1-XL FURNITURE CO., INC. 


Pym 62-A\ 





Goshen, Indiana 
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ing saving in time and money, and Which have glass knobs. In the nated wood fibers, Armstrony’s 
with no sacrifice of quality or last- Series 200 Barloc sets for bathroom Temlok Shake-Backer is availa! le 
ing service. Pacemaker includes and bedroom doors, the Windsor in two sizes: 4° x 13!” and 4’ x 
two series: Series 100 Latch Sets design has a push-button in the 1542". Both sizes are °,g” thick. 
for interior passagedoors’ and knob, while the Milford and Madi- In addition to providing a better in- 
Series 200 Pacemaker Barloc Sets son, with glass knobs, have push- sulated wall, Temlok Shake-Backer 
for bathroom, and bedroom doors. buttons in rose. Write Harloc Prod- speeds installation and saves the 
The new line is factory pre-assem- ucts Corporation, Dept. AL, New cost of using an under-course of 
bled in three units—(1) knob, rose Haven, Conn. shakes, plus the additional nails a:nd 
and saddle; (2) Harloc precision extra labor required. The Shake- 
built tubular latch, and (3) knob, ° : Backer boards are designed to <o 
rose and spindle. Pacemaker is in- Shake-Backer in Two Sizes > up with four &d pie ne box 
stalled by boring two holes, mortis- The addition of Temlok Shake- nails. Write Armstrong Cork Cora- 
ing for face plate and strike, in- Backer in two sizes to the line of pany, Dept. AL, 4704 Ocean Ave., 
serting the factory pre-assembled Armstrong Cork Company’s line Lancaster, Pa. 

units and tightening just two of building materials has been an- 

screws on the inside unit. It is nounced by J. V. Jones, manager 

offered with three knob styles: the of Armstrong’s Lumber Dealer 

Windsor with solid brass knob, and Products Department. Made of 


the Milford and Madison, both of strong boards of asphalt-impreg- 
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Wells Packaged Flooring 


Under the name “Wells Brand 
Hardwood Flooring,” this Appa- 








lachian flooring—oak, hard maple 
or beech, is shipped in mixed cars 
with trim molding and Southern 
Yellow Pine. Flooring is_ steel 
strapped in unit packages to facili- 
tate unloading, warehousing and 
handling. Appalachian - hardwood 
paneling to order. Van shipments 
t® the midwest and middle Atlantic 
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SELLING SERVICES alata ale — states are available with 36-hour 
1 a service. All lumber manufactured 
s nerierie tartar — in flooring by the Wells company, 
Piri ie a is obtained locally from the foot- 
i ieee ee ae — aa evel —. Mountains and 
, the Cumberland Mountain Range, 
1. ARCHITECT'S SPECIFICATION SERVICE when you insuring a soft-texture product. 
need it. Wells was one of the first companies 
2. COMPLETE LINE—residential and industrial, 8’ x 7’ to package its flooring. Pointing 
thru 12! x 12! up quality, its product carries the 
. ; slogan, “The Floor Layer’s Choice.” 
3. FAST DELIVERY from local service warehouses. Write J. W. Wells Lumber Co., 
4. INSTALLATION and SERVICE CREWS when you need ee. Shy See, SO. 


them. 


5. MAGI-COTE DIP seals wood against moisture, 
termites, fungus. 


6. NATIONAL ADVERTISING and local sales helps. 


Dealers the country over have told us that the trouble 
with the ORDINARY garage door deal is that all 
they get is a garage door to sell. That isn’t enough 
and we know it. So we’ve gone all the way and made 
the Fleetwood deal COMPLETE with everything you 
need for a successful, headache-less operation. 


& 
® 
& 
& 
& 
& 
£ 
& 





Write for further information— - 


d 2D) 91-401 St. Jean New Items for Trowel Trades 
Crawtor our Company Detroit 14, Mich. The Goldblatt Tool Company ha; 
added many new items to its we'l 


known line of tools and equipmen 
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“THE FLOOR LAYER’S CHOICE” 


JW. WELLS 
UNIT PACKAGED FLOORING 


Quality Appalachian 





Hardwood Flooring — 
Oak, Hard Maple, Beech 


Van Service to Midwest 
and Middle Atlantic 
States 





Quality Hardwood Flooring from Wells—steel strapped in unit pack- 
ages to facilitate unloading, warehousing and handling. Also available 
in mixed cars with Southern Yellow Pine—or Van loads to include Oak 
treads, risers, thresholds and trim. Appalachian hardwood paneling 


to order. 


It pays to standardize with ‘Wells Brand.'’ Place your order today. 


J. W. WELLS LUMBER CO. 


Montgomery, Ala. 
Sales Office 


Harriman, Tenn. 
i* Sales Office and Plant 














OZARK 


1927 == BRAND -= 1952 
OAK FLOORING 








Your customers are assured 
lifetime satisfaction with Ozark 
Brand Oak Flooring. It is pro- 
duced from fine quality Mis- 
souri altitude-grown Oak Stock 
which has been properly sea- 
soned in Moore Cross-Circula- 
tion Kilns. It is accurately 
‘ milled on modern machines. 
It is expertly graded in ac- 
cordance with NOFMA grad- 
ing rules. 


Try a shipment and see for 
yourself the fine quality of 
Ozark Brand. 













THE OZARK OAK FLOORING, CO. 
BISMARCK, 


MISSOURI 
BUILDING Propucts MERCHANDISER 



























INLAND 
RED CEDAR 








From. shingles to. sheathing, this strong, 
decay - resistant, even-textured, aromatic 
wood is advantageously used wherever dura- 
bility and non-warping are important. Entirely 
resin-free, it takes and holds glue, paint and 
stains. One of the finest wood insulators. 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 


I 
, 
: PONDEROSA PINE * SUGAR PINE 





THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for free illustrated 
Facts Folder 

about Red Cedar. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 





for the trowel trades and building 
contractors. The new items are 
listed, with 900 others, in the com- 
pany’s 116-page 1952-53 catalog 
which supercedes the earlier 1952 
catalog. Due to more advantageous 
buying arrangements, greater dis- 
counts are possible on many items 
in the line, company executives re- 
port. Among the new tools that will 
be of special interest to dealers for 
the Trowel Trades are: A cast- 
bronze “Rocker” Groover for Ce- 
ment Finishers; Magnesium Dar- 
bies and Hawks for Plasterers; 
Plastic Brick Trowel Handles, Scal- 
ing and Pick Hammers for Brick- 
layers; a Bucket Trowel for Tuck- 
pointers; a smaller Buttering 


Trowel preferred by many Tileset- 
ters. This catalog also lists pages 
of profitable equipment items used 
by contractors ranging from Fiber- 
glas Mortar Tubs to heavy concrete 
placing equipment. Dealers who 
have not already received their 
1952-53 Catalog for the Trowel 
Trades should write the Goldblatt 
Tool Company, Dept. AL, 1924 Wal- 
nut St., Kansas City 8, Mo. 


New Line of White Paints 


A complete line of white paints, 
both interior and exterior, is being 
marketed by a new. firm under the 
trade name of “Kingpin Architec- 





NEW SALES eee 


ow! 


;, N 


NEW 


PROFITS with 


a 


COLOR—TONED, 


CZ 


WOOD SEALERS 
for Interiors 
and Exteriors 


AETNA 


PRODUCTS 


Plywood Panels 
Mahogany 
Walnut 
Birch 
Fir 
Pine 
Prima Vera 
and many others 


Standard sizes up to 
48” x 192” 


24 hour shipping service 


Complete line Glues, 
Sealers, Bleaches 


Sales-getting Counter Display with real 
wood panels finished in REZ Color-Tones. 


Here’s a new line of color-toned wood sealers 
that will really bring you new profits, because 
REZ Color-Toned Sealers accomplish a two- 
fold purpose. 

First, you sell the REZ itself, because it pene- 
trates, seals, and tints the wood at the same 
time. It does not conceal the wood grain, but 
instead intensifies its natural beauty. 

Second, you sell more plywood, because Color- 
Toned REZ solves a long-felt problem of your 
customers. Color-Toned REZ makes it easy for 
the home workman to color and seal at the 
same time — saves work; saves money. 

REZ Color-Toned Sealers come in five nature- 
inspired tints: Driftwood, Sage, Redwood, 
Cedar, and Mahogany. 


tural Whites.” Franchises are pres- 
ently being negotiated by the manu- 
facturer. Write Coronet Paint Mfr. 
Corp., Dept. AL, 1457 Broadwa., 
New York, N. Y. 


': 
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New, Low Cost Brick Finish 


An attractive brick veneer, at a 
fraction of the cost of ordinary 
brick construction—is said to be the 
promise of Quikbrik, a cement- 
bonded clay product which can be 
trowelled on any type of building. 
A patented product, Quikbrik 
forms a solid permanent finish that 
never fades or loses its original ap- 
pearance. It is water proof, fire 
proof, and vermin proof. Quikbrik 
is made from crushed face brick 
and portland cement by a special 
process. It lasts the lifetime of a 
building and is entirely impervious 
to all weather conditions. Write 
American Cement Products, Dept. 
AL, 15946 Livernois, Detroit, Mich. 


Higgins Gnarled Oak Paneling 


Higgins, Inc., well-known builder 
of boats during the war, has ap- 
plied its know-how to the peculiar 
characteristics of the mighty oak. 
Higgins gnarled oak paneling is a 
new development in the production 
of interior building woods. In ad- 
dition to screening the carefull) 


Send your trial order TODAY! 
Counter Display, illustrated at top, 
is FREE to dealers handling REZ 
Color-Toned Sealers. 


selected logs for the best pattern, 
grain and knot structure, the wood 
is processed on specially-designed 
Higgins machines which leave the 
tough oak knots solidly in place to 
accent the decorative effect of the 
panels. Higgins gnarled oak pan- 
eling is treated against rot ant 
vermin. It leaves the plant with a 
prefinishing, but no substances are 
used which will prevent the owne! 
from further finishing the lustrous 
wood to any desired effect. Higgins 


ne os tay 


_ Fas y 
NE 


AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue -Chicago 22, Illinois 
'  ARmitage 6-7100 
BRANCH WAREHOUSES: Grand Rapids 7; Indianapolis 2; Rockford 


AETNA--PLYWOOD FOR EVERY PURPOSE 
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aneling can be applied to walls, 
-eilings, wainscoatings, and can be 
_rranged in interesting patterns 


‘hroughout home, office or public 


ooms. It is supplied in short 
engths as well as in conventional 
engths. The short lengths will find 
nany practical uses, such as above 
nd below windows, and above door- 
vays. A special device can be sup- 
»lied for splining the short ends so 
that they can be joined and utilized 
in a variety of patterns. A full line 


of baseboards, picture moldings, 


hair rails, and other trims are 
available in the same quality wood 
io complete any installation in the 
motif. For descriptive literature, 
write Higgins, Inc., Dept. AL, 
Highway 90, New Orleans 22, La. 


Hosking Announces Catalog 


Hosking Pa- 
per & Supply an- 
nounces availa- 
bility of its re- 
tail catalog of 


building special-_ - } 
ties sold through : L 
lumber dealers. ‘ 
Shown here are Lk 


some of the 
products sketch- 
ed on the price 
sheet: Siding 
Corners, Joist 
Hangers, Tel-O- 
Post, Flashing 
Shingles, Alumi- 
num Roll Valley, 
Aluminum _ Sid- 
ing Nails, Wall 
Ties, and Flash 
Bridge. Write 
Hosking Paper 
& Supply, Dept. 





\L, P. O. Drawer 43, Wilmette, Ill. 











Aristoflex Selling Aid 


Designed as a selling aid for 
Aristoflex, the new  vinyl-plastic 
floor tile made by Mastic Tile Cor- 
poration of America, this attractive 
four-color folder is an _ effective 
Aristoflex color chart and _ sales- 
story teller. The folder has been 
created to help the customer select 
Aristoflex in any of its 13 bright, 
clearynon-fading colors that appeal 
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to him and which blend well with 
color-scheme and decor of the place 
where the tile is to be installed. 
Write Mastic Tile Corporation of 
America, Dept. AL-34, Newburgh, 


Rn. ¥ 





Door Scrolls 


Leigh Door Scrolls, a new prod- 
uct to enhance the beauty and 
charm of home entrance-ways, is 
now marketed by Leigh Building 
Products Division of Air Conrol 
Products, Inc. The scrolls are full 
depth aluminum castings from hand 
carved models and are finished in 
textured white or natural lustre 
aluminum. They are made in two 





upper right . . Inside 
of new 16’ Berry 
Door showing Diago- 
nal Grid Design. 


right . . Berry 8’ x 
* door with lights. 


NOTE THESE IMPORTANT FEATURES 


@A complete line, 8x7 and 9x7 canopy 
and track types, 16x7 track type. 


@All available with rubber-mounted 
lights with attractive ''Snap-in" rub- 
ber mouldings, factory installed, re- 
placeable by owner. 


® Fastest, simplest installation in field. 
® Owner-adjustable mechanisms. 


® Horizontal grooves to blend with con- 
temporary home design. 


® Durable zinc plating, plus bonderizing 
and a high grade factory prime coat 
of paint. 


® Foolproof locking mechanisms latch- 
ing on both sides. 


® Moderately priced . . 


. actually costs 
less than wood. 


® Spring cushion stopping action. 











Diagonal Grid Clear Span Roof Design 


THE INDUSTRY 











With the Strongest, 
Easiest Operating Ga- 
rage Door Ever Built. 
Again, the Standard of the 


Industry is set by the Berry 
Door with its New Diamond 


Shaped Frame . . . based on the proven prin- 
ciple of Diagonal Grid Design used so suc- 
cessfully in buildings with wide, unsupported 
spans. 


This use of light weight, narrow reinforc- 
ing sections, gives the Berry Door a rigid 
8x7 panel which supports a load of 50 pounds 
on any corner without serious deflections... 
and the strongest 16’ door the industry has 
ever known. 


Of course, this new door has the time- 
tested oversize bearings, plus hardware de- 
signed by one of the “old heads” in the 
industry, that give the Berry Door that 
“feather-light touch.” 


_Compare Berry Steel Door with any other. 
You’re bound 
garage door buy on the market. 


to agree that it’s the best 


SEND FOR DETAILS ON THE BERRY DOOR LINE 
and the story for your building supply dealers. 


STEEL DOOR 


CORPORATION 


PONTIAC MICHIGAN 











attractive patterns: (1) “‘Enchant- 
ment’, a swirling leaf design to be 
used in sets of four, one for each 
corner of the screen or storm door; 
size is 11” x 9”, packed 4 per car- 
ton. (2) “Morning Glory”, with 
entwined leaves and flowers to be 
used in sets of two in diagonally 
opposite corners; size is 20” x 14’, 
packed 2 per carton. Mounting 
holes are provided and rust-proof 
screws are furnished. Can be in- 
stalled by anyone in a few minutes. 
Write Leigh Products Division AL, 
Coopersville, Mich. 


For Functional Kitchens 


McMahan Kitchen Cabinet Lifts 
change ordinary cabinets into effi- 
cient “disappearing - shelf’ units 
that store the appliance out of the 
way when not in use, at the same 
time providing instant access and 
additional working area when need- 
ed. McMahan Brothers developed 
this lift to the specifications of 
architects, contractors, cabinet- 
makers and home planners. Con- 
structed of 4%” by 114” steel, the 
lifts come in two models ready to 
install. Model A-21 is adustable in 
width to fit all cabinets without top 
drawer from 1214” to 1714” inside 
cabinet dimensions. Minimum in- 
side cabinet dimensions are 18” 


high by 21” deep. Four screws 
make installation fast, without 
skilled labor or special tools. Model 
UD-22 has the same construction 
features as No. A-21 but is de- 
signed to accommodate cabinets 
that have the drawer on top. It is 
available in two sizes. Write Mc- 
Mahan Brothers, Dept. AL, 2220 
S. Hoover St., Los Angeles 7, Calif. 





bee 


-»- have TENNESSEE 


AROMATIC RED CEDAR 


CLOSET LINING 


2 


Red Cedar Closet Lining 


Home builders find that this lux- 
ury closet finish costs much less 
than might be expected, being only 
slightly higher than most ordinary 


closet finishes. And many builders 
observe that cedar lined closets are 
recognized by the prospective home- 
owner as a sign of careful building. 
Tennessee Aromatic Red Cedar 
Closet Lining is quickly and eco- 
nomically installed. Available in 
three convenient sizes, all 3x” thick, 
it may be had with your choice of 
2”, 244”, or 314” face. It is care- 
fully tongued and grooved and end 
matched for neat installation. De- 


termine the number of square feet 
in the area to be covered and add 
25% to the total to take care of 
tongue and groove joining. This 
lining is practical for existing o1 
new closets and equally suitable in 
large storage closets or smaller in- 
dividual closets. The limestone 
country of middle and eastern Ten- 
nessee is said to grow red cedar 
that is extra rich in aromatic oils, 
assuring a pleasing, clean fragrance 
for many years. For descriptive 
folder write Williams & Voris Lum- 
ber Co., Dept. AL, Chattanooga 7, 
Tenn, 


New Floor-Type Merchandiser 


The Reflector-Hardware Corpor- 
ation, manufacturer of Spacemaster 
Merchandising Equipment, recently 
marketed its new Salesmaker floor- 
type Merchandiser and Display 
Case that provides 42'%5 square feet 
of selling space in only 12% square 
feet of floor area. The Salesmaker 
can be adjusted to display any size, 
shape and kind of merchandise. It 
consists of six large shelves—two 
10-inch, two 12-inch and two 14- 
inch—all with hardwood edging 
and pricing channels; one 44°4” x 
60” metal frame, double slotted on 
bothsides for maximum flexibility 
in shelf placement; and one 6” x 
30” x 60” natural finish wood base. 
The unit can be assembled quickly 
and simply and is easily rearranged 
to meet current merchandising 
needs. All parts are interchange- 





Trade Mark 
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Registered 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


7) PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


CALIFORNIA 
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One of the glories of chiv- 


alry was that knighthood never be- 
came a hereditary title .. . always it 
was a reward for individual attain- 
ment. 


TODAY, Wisconsin Knight Flush Doors are recom- 
mended and sold by outstanding lumber dealers through- 
out the Nation. And this honor has come to Wisconsin 
Knight not from the accomplishments of a distant past, 
but from Wisconsin Knight’s outstanding achievement in 
today’s competitive flush door market. 


THIS ACHIEVEMENT brings dealers a complete line of 
flush doors that can maintain and build their reputation 
for quality and low price. Sold oniy through recognized 
trade channels, Wisconsin Knights are quality-built, 7-ply 
doors . . . guaranteed in writing for assured customer 
satisfaction. 


BIRCH AND GUM FACES are chosen for 
pleasing appearance, and smoothly sanded. 
All wood grid, half-solid and solid cores... 
interior and exterior models include 14 at- 
tractive cutout styles. Features like these 
make Wisconsin Knight the door you'll want 
to investigate right away. 


DISTRIBUTORS: Ask for prices and terms; 
weights and freight rates to your warehouse. 
Retailers: Get the name of your distributor. 
CALL COLLECT: TExas 41-8008. Teletype: 
DE 694. 


Wisconsin Door Company 


10101 Lyndon Avenue Detroit 21, Michigan 
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EASY INSTALLATION 


With the... 













Li 
“ll. tited. 
0, 
%, 


— oy Guaranteed by * 
a Good Housekeeping 


Just @ Simple Steps 


Fg, Be sure that HUDEE 
SS Frame fits sink bowl. 
ees Using HUDEE as 


template, cut open- 
ing in cabinet top. 


' = Apply corner clips: 
oa Za and place sink bowl 
SS FA in opening. Clips act 


as temporary sink 
hanger. 


Q Coulk edges of 
HUDEE, drop in 


place, apply lugs 
from underside. 










Cross-section shows how 
interlocking lug and frame 
serve as sink hanger. Tighten- 
ing screw forces bow! secure- 
ly under the inside flange 
of frame and pulls outside 
flange tightly over the sink 
top covering. 











DISTRIBUTORS IN ALL TRADING AREAS 


For complete details see Sweets Architectural File, No. 24b-SE 
or write today to 


Wilts, ES2kkR axnhGo: 


MANUFACTURERS AND DISTRIBUTORS 
225 WEST HUBBARD ST. CHICAGO 10, ILLINOIS 
IN CANADA— WALTER E. SELCK AND CO. LTD. — TORONTO 
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able with Spacemaster equipment. 
Write Reflector-Hardware Corpor- 
ation, Dept. AL-D, Western Ave. 
at 22nd Pl., Chicago 8, IIl. 


Dual-Purpose Merchandiser 


A compact dual-purpose counter 
merchandiser featuring Simpson 
Insulating Board Products is the 
company’s latest sales help offered 
to dealers. This attractive unit 
occupies 2! sq. ft. of counter area, 
is constructed of plywood and is 
painted light green with red and 
dark green lettering. Compartments 
at the rear of the display hold two 
sizes of literature and another com- 





partment holds 4-inch by 6-inch 
“hand samples” of the various in- 
sulating board products. Six 12- 
inch by 12-inch samples of the most 
popular varieties are hinged so that 
shoppers may examine the material 
and read descriptive labels on the 
backs of the samples. All samples 
are wrapped with cellophane. Fea- 
tured in this counter display are 
Simpson Insulating Building Board, 
Decorative Tileboard and Plank, 
Insulating Sheathing and Simpson 
Noisemaster Acoustical Tile. Write 
Simpson Logging Company, Sales 
Division AL, 1065 Stuart Building, 
Seattle 1, Wash. 


Simplify Mirror Installation 


Mantel and other structural mir- 
ror installations may now be easily 
completed by the homeowner him- 












self with the use of an inexpensive 
set of mirror brackets recently de- 
veloped by the Pittsburgh Plate 
Glass Company. The brackets, 
which simplify installation, are now 
packaged with each custom maie 
mirror furnished by Pittsburgh 
Plate and are supplied comple‘e 
with hardware and an illustrated 
installation procedure sheet. Brac'- 
ets come in three lengths to accor- 
modate mirrors ranging from 2%” 
to 80” in length. Felt padded clips 
are attached to the perforated met:l 
backing of the brackets which mzy 
be easily fastened to the wall hy 
wood screws, toggle bolts or other 
means, depending on the surface 
on which the mirror is to be erectei. 
Home installation of structural mir- 
rors results in a substantial sav- 
ings since, in many instances, in- 
stallation charges are as high as 
the cost of the mirror itself. Write 
Pittsburgh Plate Glass Company, 
Dept. AL, 2126-2 Grant Bldg., 
Pittsburgh 19, Pa. 


Plastic Storm Window 


The new See-Safe Plastic Storm 
Window is designed to provide low- 
cost protection against wind, rain, 
snow, and cold and to _ prevent 
steamed windows. This storm win- 
dow is 36” x 72”; size allows it to 
be used on any standard window 
or on a screen door to convert it to 














FOR FASTER LOWE 
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No, AL-62. 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 


Sales and Service in 


Principal Cities 





CONVEY IT... 


R COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 





Mm 


Members: 
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RAVITY & POWER 
CONVEYORS 








For All Your Future 


Ya o 
MILEY. 


LUMBER NEEDS — 
LIGHTSEY QUALITY 


Band Sawn 

North Carolina Pine 
Southern Hardwoods 
and 

Cypress 


End-Matched 


PINE — OAK — MAPLE — GUM 
FLOORING 


Send your inquiries and orders to 
Lightsey Brothers 


Modern Moore Kilns 
Planing Mill Facilities 






























SOUTH CAROLINA 


ONE OF THE OUTSTANDING OPERATIONS OF THe SOUTH 
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METAL HIDE-A- STAIR 


New — Lightweight — Compact | 
FOLDING ATTIC STAIR 


All-steel, precision built for safety and durability, 
the HAWKINS METAL HIDE-A-STAIR is simple and fast 
to operate, weighs less than 25 pounds, takes a mini- 

mum of space. 


By making valuable attic 
storage space available, it 
adds sales value to any 
home. Can double for use 
as attic fan opening. 





Comes completely assembled 

Packaged ready for quick and easy installation 
Adjustable spring tension 

Meets all F.H.A. requirements 

Pre-tested for poundage pull 


ADJUSTABLE 
WINDOW GUARDS 


Attractive, simply-designed, 
wrought steel, fit any window. 
removed quickly with special key. 
folder. 








Also —- PREFABRICATED ADJUSTABLE RAILINGS 


Guaranteed to fit any normal porch or step arrangement. Fill orders from stock 


and save customers up to 200%. 


Write for Details 


Installed or 
Send for 






coo 


HAWKINS IRON COMPANY, INC. 


319 NORTH FOURTH STREET 


BIRMINGHAM 4, ALABAMA 








to Satisfaction 





STRAIGHT CARS 
MIXED CARS 


including 
lumber, plywood, doors 





DOUGLAS FIR 
WEST COAST HEMLOCK 


Prompt GS Dependable 
Shipment Values 
o THE GRiswo_p LUMBER Co., 


Vanufacturers and Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 








AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber Corp, 
CARLTON, OREGON CARLTON, OREGON 
MILL INTERESTS: 15 Million Feet Annvol Cut 45 Million Feet Annvol Cut 
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BIRCH FLUSH DOORS 


Solidly constructed 7-ply, 
all-wood flush doors with 
beautiful birch faces. 
Bonded with water resistant 
glue. Accurately cut. Two 
lock blocks. Exterior or in- 
terior models. Low priced 
—highest quality. Write for 
complete information. 
























Birch and Fir Plywood 


High quality birch and fir 
plywood of the finest manufac- 
ture. Exterior and_ Interior. 
Stock Panels in all grades and 
preferred thicknesses; complete 
stock sizes. Door Panels are 
3-ply,. meet Bureau of Stand- 
ards specifications. 

Three experienced men to serve 
you. 


L.C.L. OR CAR SHIPMENTS 
AVAILABLE FROM OUR NEW 
WAREHOUSE 


Lowest competitive prices — One 
Door through a Carload 





6i 














a storm door. Made of heavy dur- 
able, transparent plastic, the storm 
window is sold in kit form, packed 
in a tithe, complete with 6 framing 
strips and a packet of nails. Pro- 
motional items include a colorful 
free-standing carton-display unit 
and a complete set of sales aids 
with ad mats, window streamers 
and display pieces. Write The 
Sydney-Thomas Corp., and its di- 
vision The Mehl Mfg. Co., Dept. 
AL, 2057 Reading Road, Cincinnati 
2, Ohio. 


Decorator Doors 


Georgia-Pacific 
Doors”: 


‘*Decorator 
Custom-styled, budget- 
priced line designed for home mod- 
ernization market and development 
builders. Decorator Doors are made 
in a complete range of front door 
and interior sizes. Individually 
packaged, they are. available in 
three styles with either flush or 
raised moldings: A _ single panel 
door, called Modern I, creates an 
effect of height in traditional and 
modern settings. A second style, 
known as Modern II, has two con- 
trasting panels which add interest 
to the unity of the design. A door 


with three uniform panels, called 
Modern III, carries out the horizon- 
tal lines of modern ranch-house 
styling. Decorator Doors are easy 
to paint; the panels and molding 
form natural color areas, While de- 
signed to blend with contemporary 
home and furniture design, these 
doors are well-suited for traditional 
rooms, giving them an interesting 
touch of modern styling. Write 
Georgia-Pacific Plywood Company, 
Dept. AL, 611-5C North Capitol 
Way, Olympia, Wash. 








Protective Papers, Inc., has intro- 
duced a new series of color product 
labels for its complete Leatherback 
line of building papers. Each group 
of products has its own family of 
colors. Now that Leatherback prod- 
ucts can be color identified, it is no 
longer necessary to read each label 
to make selection. According to 
Sales Manager Michael A. Nemeth, 
this new labeling is the second step 
in a long-range program to fit the 
entire Leatherback line to the needs 
of the distributor and dealer. The 
first step was completed some weeks 
ago... the development of a com- 





W. R. Wrape Stave Company — Industrial Lumber Company 


Little 






Rock, Arkansas 


Dixie Brand Oak Flooring — Oak Dimension Stair Treads 
Oak Trim and Moulding 
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plete line of building papers for 
every building need; with Leather- 
hack, a distributor or dealer can 
now order everything required from 
one source to achieve a consider: ble 
saving in freight costs. For ex:m- 
ple, a car load or truck load may be 
ordered, filled out with as many cif- 
ferent types of paper as required, 
gaining by the single combiied 
shipment the advantage of a ‘ull 
car or truck load freight. rite. 
Write Protective Papers, Ine, 
Dept. AL, Union, III. , 
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Fade-X 


A new product is announced to 
end losses from sun fading in retail 
store windows and homes. This in- 
visible coating which is sprayed on 
the inside of windows, screens cut 
those rays of the sun that cause 
fading. Applications of Fade-X, 
which can be sprayed on easily by 
anyone in a few minutes, are eff«c- 
tive from three to four montis. 
Windows can be washed without re- 
moving the Fade-X, which actuaily 
causes windows to appear sparkling 
clear. Dealers can now place :t- 
tractive merchandise in their wii- 
dows, whose use heretofore had be: n 
prevented through fear of fadinz. 
In homes, too, where sun fading 
causes serious damage to drapcs, 
blinds, furniture and floor cove’- 
ings, Fade-X fills a real need. ‘t 
can also be used to prevent lan p 
shade fading simply by spraying 
lamp bulbs. Write Fade-proof Co- 
poration of America, Dept. A, 
3520 N. Spaulding Ave., Chicayo0 
18, Ill. 
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| Genuine Y WOODLIFE 

an 

rom . ou Need A protects wood against: 


cle NORTHERN WHITE PINE Werpl 
y be (Pinus Strobus) WOODLIFE scaling 
; ry Entering Our Thirtieth Manufacturing Year Treating saree ‘ 
re Continuous Supply Still Available WOODLIFE : 
te, Tank! protects wood against: 


Ine, | 
: IMMEDIATE SHIPMENT * on tleenaten! 


“ in Termite 
Straight or Mixed Cars a ee ae Lytus beetles 
1 servative-treated wood! Carpenter ants 
You can supply it at WOODLIFE 
4 e Common Boards reasonable cost and with ‘ 
e en andi Ge, hie profit to yourself. No makes an excellent base for: 
, P g duplicate stocks — no ag h 
@ Sheathing ) waiting for delivery ansaid 
from a distant point. A Oil Stain 
® sa WOODLIFE tank in your Putty 
yard makes the many 
benefits of WOODLIFE— 
KILN DRYING FACILITIES proven in over 17 years 





of use — readily avail- 
able to all your cus- 


RAINY LAKE LUMBER CO. LTD. | |*==-~ | 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. PROTECTION PRODUCTS MFG. CO. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont Kalamazoo 106, Michigan 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 











See your Jobber or write to... 























e | Manufacturers and Distributors of all 
ail | | 
: | WEST COAST WOODS AND SHINGLES 








v ar fs me = a % aks ue «=O SINCE | Manufacturers of Highest 
: . " ies BN > 1895 Quality Forest Products 


Me © pe) & LNEILSLUMBERCOMPANY 


es, r ya : i 24 —- -sIDAHO WHITE PINE + PONDEROSA PINE 
j : rot ; ENGELMANN SPRUCE « LARCH * DOUGLAS FIR 






MILLS: Libby, Montana and Klickitat, Washington 


SALES OFFICES: Minneapolis, Minnesota; Chicage, |- 
Ilineis; New York City, N.Y. " 
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NAMES IN THE NEWS 





Golden Anniversary Meeting, National Lumber Manufacturers 


Delegates attending the Golden An- 
niversary meeting of the National 
Lumber’ Manufacturers Association at 
St. Louis, May 7-10 include first row, 
l. to r.: C. H. Clendening, H. Hender- 
son, H. H. Willins, William Clancy, 
B. C. Varner, Grant Gloor, A. T. 
3rink, Ward Mayer, KE. C. Olson, 
Homer Jamison, J. R. Bemis, Walter 
Johnson, Hillman Lueddemann, R. R. 
Macartney and J. B. Veach. 


First row, 1. to r.: W. B. Nettleton, 
M. L. Fleishel, W. A. Holt, R. S. Kel- 
logg. C. A. Bruce, James McNary, I. 
N. Tate, G. B. McLeod, E. B. Tanner, 
L. J. Heatherly, S. Horn, H. R. North- 
up, C. Fulton, J. F. Coleman. 

Second row, 1. to r.: C. A. Rishell, 
D. T. Mason, A. G. Moore, R. A. Col- 
gan, Jr., L. H. Hunt, E. O. Lightsey, 


Commission Lumbermen 


Elect Varner President 

B. C. Varner, Dallas, was elected 
president of the National Association 
of Commission Lumber Salesmen, Inc., 
at the annual meeting held recently 
in St. Louis. He succeeds F. A. Wid- 
man, Louisville. Other officers named 
were James Grant, Jr., Williamsville, 
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Second row, 1. to r.: W. M. Sands, 
Smmet Vaughn, Winthrop Hallett, R. 
M. McFarland, Arthur A. Hood, F. 
Springer, C. H. Proetz, Omar Hilton, 
Charles Hines, Wilson Compton, N. F. 
McGowin, E. M. McGowin, J. J. Lynn, 
L. J. Fitzpatrick, G. E. Karlen and 
Henry Bahr. 

Third row, 1. to r.: A. E. Swanke, 
S. M. Nickey, Jr., Joe Muller, Donald 
Kringel, S. J. Sharp, C. B. Stem, V. I. 


D. S. DeWitt, P. V. Eames, M. Craft, 
S. C. White, R. P. Baer II, Otto H. 
Leuschel, S. V. Fullaway, Jr. 

Third row, 1. to r.: Edward Hauss, 
J. W. Bailey, R. R. Cahal, E. C. John- 
son, A. S. Boisfontaine, W. H. O’Brien, 
L. M. Clady, W. C. Abendroth, H. M. 
Willhite, O. DeWille, L. G. Carpenter, 
W. R. Warner, E. R. Thomas. 


N. Y., first vice-president; Myron A. 
Gore, Minneapolis, second vice-pres- 
ident; David Babin, Memphis, third 
vice-president; John D. Julian, Chi- 
cago, treasurer, and G. R. Gloor, St. 
Louis, secretary-manager. 

The secretary-manager’s annual re- 
port showed membership of 302 at 
convention time. This was a net gain 
of 48 for the fiscal year. The con- 


June 


Ruhmer, A. M. Fox, C. C. Crow, C. D. 
Dosker, C. T. Parsons, B. Babbitt, W. 
W. Simmons, Leo Bodine, H. V. Simp- 
son, and Sid Darling. 

Fourth row, 1. to r.: G. C. Romeiser, 
W. W. Kellogg, J. E. Peters, R. Van 
Keulen, G. M. Fuller, C. Martin, T. M. 
Millett, D. B. Frampton, Jr., G. H. 
Curran, J. C. McClennan, D. B. Framp- 
ton, Sr., Charles Sage and C. A. Gillett. 

Fifth row, 1. to r.: E. L. Kurth, E. 
Conklin, R. E. Broderick, J. A. Prest- 
ridge, J. Mertes, C. E. Close, P. Hay- 
ward and M. H. Cotton. 


Fourth row, 1. to r.: E. H. Houston, 
D. W. Gossard, E. Hayes, E. P. Hoener, 
J. A. Mathieu, W. A. Ellinger, J. A. 
Hall, S. P. Deas, Marie Caldwell, R. G. 
Kimbell, E. Butler. 

Fifth row, l. to r.: G. C. Flanagan, 
R. Marteney, R. F. Dudeck, W. }}. 
Greeley, O. T. Swan, H. G. Uhl, Arthur 
Upson, W. C. Clancy. 


vention was attended by 230 guests. 

The theme of the annual sessio) 
was “Wood vs. Substitutes” and the 
entire program centered around thi 
general topic. American Lumberma! 
has prepared a special feature articl« 
which presents the comments of in 
dustry leaders who addressed the 
convention on this broad subject. I 
will appear in a forthcoming issue. 
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Each bundle marked 
for grade and source— 
Your guard and guide 


t 
' 


You can stock, and sell, 
and make money on every 
grade of MFMA Northern 
Hard Maple Flooring. Those 
MFMA grade and mill marks on 
the under side mean exactly 
what they say. That 
goes for MFMA Birch 

and Beech, too. 


ORING MANUFACTURERS ASSOCIATION 


Suite 584, Pure Oil Building, 35 E. Wacker Drive 
CHICAGO 1, ILLINOIS 





























Pullman Sash Balances are better 
. » « more economical for builders 
than windows having weight boxes, 
sash weights, chains, cords and pul- 
leys. Installation is fast. Little on- 
the-job carpentry work is required. 
thus labor costs are low. Pullman 
Balances are a sales aid to lumber 
dealers selling prefabricated win- 
cows and Pullman Balances asa unit. 





















THE BALANCE WITH 
A LIFETIME GUARANTEE 
Every Pullman Sash Balance is guaranteed against 


imperfect workmanship or material during the 
lifetime of the building in which it is installed. 


WRITE FOR LITERATURE 
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Are Your.8u 
' heir B. 


ili. SWITCH 
$ THEM to 
e MET-CRO* 
- 2) Steel 


9 Cross Bridging 


No sawing, no fitting. Just 5 quick moves from carton to fin- 
ished application. 


Speed and ease of application mean savings for your customers 
—sales for you. 


e Easy to Install 
e Easy to Sell 
e Code Approved 


Standard Sizes 


FOL [#62 | 9122 
Centers__16" _12" | 12" | _ 18" 16" __ 
Beam..... 2x 8 3x10 |! 3x6 | 2x § 3x10 
Sizes......3x 8 2x12 | 2x8 | 3x 8 2x12 

2x10 3x12 ! 3x8 | 2x10 3x12 








Special Sizes on Order — Shipping Wt. 
Approx. 50 Ibs. per box of 100 


LIST PRICE $16.00 per 100, F.0.B. Simple to install | 
Factory Opens like a scissor 


*Copyright — Pat. No. 2,455,904 


Met-Cro Specialties Company, Inc. 


56 Boerum Street — Brooklyn 6, N. Y. 
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USE Leco-Latches FOR: Kitchen Cabinets e Medicine 
Cabinets e Music Cabinets @ Tool Cabinets e House 
Trailer Cabinets e@ Ship and Boat Lockers e@ Any 
Cabinet Door! 

Lasts forever — nothing to get out of order. Works per- 
fectly — even if doors sag or warp. Doors open easily — 


without snap, noise or jerk. Holds door in place firmly, 
yet gently. Easily installed. Improves appearance. 


NATIONALLY ADVERTISED — In Better Homes & 
Gardens, House Beautiful, Sunset, Popular Mechanics. Be 
sure you stock and display Leco-Latches, to take full ad- 
vantage of this powerful promotion! 


For literature, prices and name of distributor, write 


Laboratory Equipment Corporation 
St. Joseph 17, Michigan 











( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repaits in tite, 
wood or plaster. Pays 
dealers a bigger profit. 
WILL NOT SHRINK SELLS BETTER because 


STICKS AND STAYS pir 








it WORKS BETTER. 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
eee you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of eath on dis- 
lay. Available in 25, 50, 100-lb. drums for 
ndustrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


5) DONALD 
DURHAM 

/ COMPANY 
+} Des Moines 4 
as lowa 


TTT 


EW VORKZ 


The PLYMOUTH Y 
offers you QD 
EVERYTHING 
in the center of 
EVERYTHING 


Free radio in every spacious 
room, Television available 
to every guest. Air- 

Conditioned Bar and 
Restaurant. Garage. 
Accommodations for 1000 


Write for selectionof popular 


VISITOURS 


Packaged all expense- 
included thrill trips with 
meals, shows and all the 
sights of the wonder city. 


Leslie £.‘Paul 


Managing Director 


Plymouth 


West 49th STREET bet. 
BWAY and RADIO CITY 


zs 


= 
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EDITORS AND OTHER GUESTS attending the preview of Ponderosa Pine 
Woodwork’s campaign on the new doors, commented favorably on the many 
beautiful effects possible with paint, stains, natural finishes, decalcomanias and 


wallpaper. 


Ponderosa Pine Manufacturers 
Announce New Decorator Doors 


Familiar interior pine paneled doors 
are the latest building products to be 
influenced by the growing .trend for 
skilled color styling in the modern 
home. 


Ponderosa Pine Woodwork, manu- 
facturers of stock ponderosa pine 
panel doors, will shortly launch a 
campaign to stimulate this trend 
through the biggest door advertising 
campaign in the history of the asso- 
ciation, according to D. G. Pilkington, 
general manager. 


At a recent meeting in Chicago, 
building magazine editors were shown 
the new “Rancho” 3 equal panel door 
which will be a leader in the indus- 
try’s extensive line of ponderosa pine 
“Decorator Doors” in a wide variety 
of panel designs. 


W. M. Stuart, president Martin- 
Senour Co., paint manufacturers, ad- 
dressed the group and spoke on color 
and the infinite variety of new deco- 
rative effects possible with paneled 
doors. A representative of Martin- 
Senour demonstrated the many at- 


Kentile Doubles Production 
of Chicago Plant 


To keep pace with the increasing 
demand for its asphalt tile, a second 
production line has been installed in 
the Chicago plant of Kentile, Inc., 
Brooklyn, N. Y., reported by Joseph 
L. Koleyski, vice-president in charge 
of manufacturing. This new installa- 
tion, which is already in production, 
doubled the production facilities of 
Kentile’s midwest operation. The new 
production line is electronically con- 
trolled, was designed by a staff of 
Kentile engineers and patterned after 
those now in use in all the firm’s 
plants. 

“This is only one of the many addi- 
tions we plan for 1952,” Mr. Koleyski 
said. 

“The necessity for this increased 
production is clearly demonstrated 
by the fact that sales of Kentile 
resilient tile floor coverings showed 
a 5% gain during the first quarter 
of 1952 over the same period of last 
year. This new line will enable us 
to service our dealers and distributors 
more promptly and to enlarge the 
area we are supplying.” 

The Chicago Kentile plant com- 
prises three major buildings, a train 
shed, loading dock and storage yards, 
all located at 4532 Kolin Ave., and 
covers more than 265,000 square feet. 
The Chicago plant takes care of dis- 
tributors’ and dealers’ orders origi- 


DISCUSSING panel door decoration 
with wood stains and varnish are left 
to right: L. C. Paisley, president Na- 
tional Woodwork Manufacturers As- 
sociation; F. E. Bissell, Jr., president 
Ponderosa Pine Woodwork, and W. M. 
Stuart, president Martin-Senour Co., 
paint manufacturers. 


tractive effects possible with the new 
wood stains now coming on_ the 
market. 

Ponderosa Pine Woodwork plans a 
complete program of consumer adver- 
tising and will soon have available 
a full-color 24-page booklet of ideas 
for door decoration. Included are sug- 
gestions for decorating doors with 
paint, stains, natural finishes, wall- 
paper, decalecomanias and other means. 


nating in the Midwest and Rocky 
Mountain area, shipping Kentile, 
Kencork and KenRubber tile, Ken- 
base, ThemeTile, Kenserts, Kenwax, 
Ken-Cleaner, and the full line of 
Kentile adhesives and_ installation 
equipment. 


v8 
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Paper Helps Restrain Flood 


Shown above is reenforced water- 
proof paper used to help quell recent 
flood danger in Kansas City. The 
Sisalkraft paper was fastened to the 
flashboards and solidified by dirt. The 
function of this paper was to prevent 
weakening of these dirt embankments 
due to water seeping through the 
flashboards. Write The Sisalkraft Co., 
205 W. Wacker Dr., Chicago 6, Il. 
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@ PRECISION & 
| PLYWOOD 





COMPANY 


HIGH QUALITY 
BIRCH & FIR 


Exterior and Interior 
BIRCH FIR 
2S A fete)» aS A fete)! 


Select Birch Plywood, and fine Fir 
Plywood from the heart of the Douglas 
Fir country. Stock Panels in all grades 
and desired thicknesses. Complete 
stock sizes. 3-ply Door Panels to meet 
most exacting requirements. Bureau of 
Standards specifications. 


L.C.L. OR CAR SHIPMENTS. 
Servicing all states West of the 
Rockies. 


Five experienced men to serve you. 

















Write today for prices and com- 
plete information. 


a iteik ile] aS A fele)y) 
COMPANY 


Long Beach, Calif. Phone 7-08983 
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HORNER 
FLOORS \\ 
can take it! 


—— 
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In their toughest role —in industry, in schools and 
other public buildings — HORNER Floors are not only 
constantly “stepped on” but take the beating of 
countless abuses. 

Nearly 60 years of such service have proved the 
stamina of this great flooring— made of Northern 
Michigan's densest, hardest maple! Sell HORNER 
Flooring on your jobs! Write or telephone (Houghton, 
Mich. 852) about any you are working on now. 


HORNER FLOORING CO. 


215 Maple Ave., Dollar Bay, Mich. 


HORNER sxc 


Hardwood Flooring 






BUILDING Propucts MERCHANDISER 





MENOMINEE INDIAN 














Our Future Crop of Timber 


INSURANCE 


FOR YOUR FUTURE NEEDS OF 


@ HARDWOODS 
@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER _ Kiln-dried 









MILLS 





HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH ® OAK 


STRIP © BLOCK 
and 
HERRINGBONE 
FLOORING 


“ 
BROOM HANDLES 
GRADED SAWDUST 


High Grade Northern Hardwoods 


& 
Custom Kiln Drying 
« 





Members: M. PF. M. A N. HLA NX. H. & MH. M. A. 





OCONTO, WISCONSIE 















L. to R.—Foster Bartlett, Milwaukee; 


Robert Dowse, Oconomowoc, Wis., 
Patrick E. Lipscomb, Midland, Tex., 


H. H. Ellenbeck, Salt Lake City. 





L. to R—E. L. Kroon, Minneapolis; 


Fred Seitz, Snyder, N. Y.; Frank, 
Calkins, Kansas City; Dale Andrews, 
Dallas, Tex. 


Perlite Institute Holds Spring Meeting 


The Perlite Institute recently held 
its spring session at the Camelback 
Inn, Phoenix, Ariz. Fifty-two Insti- 
tute members registered for the con- 
vention, representing 22 states. It 
was with a genuine sense of satisfac- 
tion that the members convened in 
Arizona, for this state might properly 
be called the birthplace of commercial 
mining and processing of perlite. 

In his opening address to the Insti- 
tute, R. L. Davis, the Institute’s new 
secretary, anticipated the great mar- 
kets the industry will serve with its 
present program of quality, control, 
and tightened specifications. He com- 
mented further that the recent suc- 
cessful fire tests using perlite-gypsum 


plaster, conducted by the Under- 
writers Laboratory, had displayed 
conspicuous economy and material 





savings, and that the Institute would 
press a vigorous campaign for further 
fireproofing tests in the coming year. 

The three days of the Institute ses- 
sion were continuously occupied with 
Committee meetings and open ses- 
sions for members and guests. One 
of the results of committee action was 
the Perlite Certification Program, 
which will assure the building pro- 
fessions that any bag of perlite con- 
taining the Perlite Institute Insignia 
will comply with specifications laid 
down by A.S.T.M. and A.S.A. 

The guest speaker at the conven- 
tion was Arthur T. Roitt, Executive 
Manager of the California Lathing 
and Plastering Contractors’ Associa- 
tion. Mr. Roitt discussed the out- 
standing progress of perlite in the 
state of California. 






















Girl Installs Door in 13 Minutes and 25 Seconds 


To the amazement of a large crowd 


of lumbermen at the recent Texas 
Lumbermen’s Association Convention 
at Galveston, an attractive girl 
dressed in abbreviated satin carpen- 
ter’s overalls stepped up on the plat- 
form and installed a Ready Hung 
Door unit in a simulated wall open- 
ing in just 13 minutes and 25 seconds. 
She did the job without assistance of 
any kind from any of the 500 or more 
onlookers who watched while she un- 
crated the unit, separated the halves 
of the split jamb and nailed them to 
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opposite sides of the rough opening. 
The job was done in true professional 
carpenter fashion including blocking 
behind the jambs with shingle shims 
and included installing the door knobs. 
As she drove the last nail and raised 
her hammer to signal completion, 
the spontaneous cheering redoubled 
when the time of 13 minutes and 25 
seconds was announced. 

The installation was made on a 
temporary platform in the Convention 
exhibit booth of the Ready Hung 
Door Corporation, Fort Worth, Tex. 


Ed. L. Guerrant, president of the 
corporation explained that the girl, 
Mrs. Eunice LaBoon, was a_ Fort 
Worth housewife, the mother of a 15 
year old boy and had had no previous 
carpentry experience. She had been 
given some instruction in nail driving 
and had “driven a 2 x 4 in the garage 
full of nails for practice.” 

When questioned afterward, Mrs 
LaBoon said, “There is nothing to it 
Any girl who can lift a 25-pound 
baby up off the floor and can drive 
a nail, can install a Ready Hung 
Deor unit.” 

The Ready Hung Door is a door- 
and-frame packaged unit with the 
door hinged and locked and the frame 
trimmed both sides. Although the 
company advertises that the unit “can 
be installed in 20 minutes” most build- 
ers find that experienced carpenters 
on the average install them in 8 to 15 
minutes. 

The Ready Hung Door Corporation 
holds the patents on the product, and 
licenses door and millwork manufac- 
turers and jobbers to manufacture the 
units on a royalty basis. Literature 
is available. Over 100 wholesalers in 
28 states supply Ready Hung Doors 
to lumber dealers. 


Lowe Brothers Management 
Meets with Top Salesmen 


Six top-rated salesmen of The 
Lowe Brothers Company, paint and 
varnish makers, Dayton, Ohio, gath- 
ered recently in the company’s con- 
ference room for a two-day sales 
advisory meeting with the members 
of the firm’s management. 

Salesmen attending the council 
meeting were selected earlier this 
year as the result of outstanding 
sales accomplishments. W. C. Rhodes, 
trade sales manager, was moderator 
for the meeting. 

District salesmen attending the 
meeting included T. B. Craig, Atlan- 
ta; J. H. Henschel, Chicago: F. J. 
Ritchie, Kansas City; A. L. Statkus, 
Boston; J. T. Thomas, Jersey City 
and V. Boutsong, Dayton. 


O. B. Hayes Resigns 


O. B. Hayes, at a recent meeting 
of the board of directors of Rich- 
mond (Va.) Cedar Works, recently 
tendered his resignation as president 
and director of the company and of 
all its subsidiaries and _ affiliated 
companies, which resignation was ac- 
cepted and became effective imme- 
diately. 

Mr. Hayes’ experience over the 
past 39 years has covered practically 
all phases of lumber manufacturing 
and sales. For many years he acted 
as general sales manager for the 
company, and since May 1947, had 
served as president and general man- 
ager of Richmond Cedar Works. He 
is widely known in the lumber indus- 
try and during his long experience 
has made many friends throughout 
the eastern half of the United States. 
Mr. Hayes is director of the following 
trade associations: Southern Pine As- 
sociation, New Orleans, Louisiana; 
National Hardwood Lumber Associa- 
tion, Chicago, Illinois; and Southern 
Hardwood Producers, Incorporated, 
Memphis, Tennessee, as well as Vir- 
ginia State Chairman of the South- 
ern Pine Industry Committee. 
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SO SIMPLE —SO FAST 
<2 NOTHING 
Y CAN EQUAL IT! 













t DEALER AND JOBBER Z 
> INQUIRIES , ¢ 5 

> INV!TED a — “~ 

Its on ma FLASH 
Simply jab FLASH BRIDGE into position; give it a 
thrust with the butt of the palm—then, drive home 
the two nails in the bottom plate that will anchor 
it firmly, forever. Made of cold rolled steel, rust 
treated. Can be bridged as easily with floor laid 


as without! 
Flash Bridge Company « Holland, Mich. 


Pat. Pending 





in the service of — 


| LUMBERMEN 


Lumbermens ||. U7 (ayy 
: Operating in New York state as 
: Lumbermen’s Mutual Casualty Company of Illinois 


James S$. Kemper, chairman ¢ H. G. Kemper, president 
‘ Chicago 40 : ee 








% Eons 














@ Specialists in protection for the 
lumber industry. 
@ professional safety engineers. 
@ more than 90 branch claim offices 
coast to coast and in Canada. 





Substantial dividends have been returned to policyholders since organization in 1912. 








S 





WESTERN 


FOREST 
PRODUCTS 


DEPENDABLE 
SERVICE 
SINCE 1928 











a Company 


WHOLESALE LUMBER 


£ 


= 1791 HOWARD STREET — CHICAGO 24, ILL. 
= TELEPHONES: ROGERS PARK 4-7148 & 4-7149 


L.A LL. 


Lumber Corp., Carlton, Ore. 








Manufacturers 


Douglas Fir 


A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 
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Boinpinc Propucts MERCHANDISER 


~ MODERN 


BEAUTY 


BRUCE BLOCK FLOOR 


For literature and prices, write 
E. L. Bruce Co., Memphis 1, Tennessee 








MIXED CARS 
A SPECIALTY. 






Vert i - 
































Northport, Mich. Firm Has 
3,000 Capacity for 
Daily Production Mark 


The Northport Flush Wood Door 
Company, Northport, Mich., manufac- 
turers of Ford Flush Doors, recently 
revealed a capacity of 3,000 doors 
per day. This new mark indicates 
that Northport’s efforts to incorpor- 
ate in its Ford doors the qualities 
indicated by distributors, have met 
with considerable success. 

Company officials report that con- 
tinual emphasis has always_ been 
placed on volume production. This 
has enabled Northport to pare costs 
to distributors ... and at the same 
time, according to Northport man- 
agement, the firm’s modern manufac- 
turing facilities, experienced workers, 
and constant careful supervision and 
inspection have insured highest qual- 
ity for its all-wood Ford Flush doors. 

Officers of the Northport company 
are: Fred Ford, president; Douglas 
Stoocks, vice-president; and Wallace 
Stoocks, secretary-treasurer. The 
Stoocks have a record of long experi- 
ence in woodworking and flush door 
production. 


Washington Lumber Suffers 
$200,000 Fire Loss 


The Washington Lumber Company, 
Baltimore, Md., recently suffered a 


loss estimated at $200,000 in a fire. 
Two lumber sheds and thousands of 


feet of lumber were consumed in the 
largest blaze in a series of fires which 
kept firemen of the city on the jump 
throughout a firefighting Sunday. 


The fire spread to another con- 
crete structure, whose contents were 
partially destroyed, and also to a 
wooden moulding mill adjacent. James 
Ross, president of the company, said 
approximately 600,000 feet of lumber 
were lost. 


Answers to What's Your 
Answer? 


Stop! Read questions on page 50 


1—John Michalski, Mohawk’s mill- 
work superintendent. See p. 70. 


2—Morrell air vents, Morrell Cap 
and Tube Vent, Inc., Cleveland, 
Ohio. See ad p. 71. 


3—65% contractor, 35% consumer. 
See p. 35. 


4—Garage doors. See ad p. 54. 


5—Outdoor cooking demonstration. 
See p. 38. , 


6—Appalachia. If you object to 
calling white oak, beech, ash, and 
hickory respectively by these 
names, don’t blame us—blame 
the botanist Linnaeus who start- 
ed the whole thing. See Appa- 
lachian Hardwood ad p. 45. 
Every 12 to 18 months. 
42. 
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See p. 


8—Durham’s. See ad p. 66. 

9—Hines Lumber Co.’s economy cor- 
ner—cut-offs, shorts, etc. See 
p. 44. 

10—Flash Bridge. 
Holland, Mich. 
p. 69. 


Flash Bridge Co.., 
See ad top of 


OBITUARIES 


TENNIS A. DARLING, sales man- 
ager of the A. E. Darling Lumber 
Co., and secretary-treasurer of the 
D-F Corporation of Big Rapids, 
Mich., died last month following a 
long illness. Mr. Darling was well 
liked by all who came in contact with 
him and was considered one of the 
best salesmen in the lumber industry. 
Mr. Darling served as radio announc- 
er for WTSP of St. Petersburg, Fla., 
also as an announcer at Orlando, 
Fla. He served with the marines in 
World War II for four years, two 
years as technical sargeant. He was 
also in charge of publicity for the 
“Blood Donor Drive.” Tennis or 
“Tad” as his friends knew him, has 
been continuously in the lumber busi- 
ness since his discharge from the 
army. 


W. M. RITTER, 88, passed away 
in Columbus. He was the founder 
of the W. M. Ritter Lumber Co., 
Columbus, Ohio, and a pioneer in de- 
veloping the Appalachian hardwood 
industry in Washington, D. C. 








\ 


Ase B 


Unload a Load 
at a time 






1921 Guinotte 














Reduce Delivery Costs 
and Speed up Deliveries 





Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Catalog ond Prices 


The R-B COMPANY 


KANSAS CITY 1, MO. 








English Type ie : 
RAIL and HURDLE 


FENCE 





YOU SELL FENCE 
We Carry Inventory 


Will ship, in your name, from 
our Yards in Toledo and 
West Virginia 









SINCE 1918 


ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 
WRITE FOR CATALOG AND PRICES 











Two Hours 






















CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 
Over 50 years’ experience 
J. H. MINER SAW MFG. COMPANY 


Meridian, Miss. 


The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 
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SOLVE MOISTURE PROBLEMS }, ) 
INSTALL INEXPENSIVE Wp SHEATHING |’ 
Py yf ‘ EF 
hKiORELL AIR VENTS We} SS 
Q.ick easy installation, locks in place. y Yj SSS | 
ONE PIECE ALUMINUM, incon- “WN x Y 
sp ‘uous, paint same color as house. ye “POCKETED Y 
D:.es moisture more rapidly. Ap- / [t MOISTURE y) 
pr ved by painters and builders. i $ | \ y 
TWO TYPES alt SIDING 
PROTRUDED—33c / 
/ THREADED—39c ; y) 
[ ° VENTUATOR |) 
WRITE FOR ‘ 
— PLASTER aI 
SAMPLE LATH OR of) 
TUBE * PLASTER BOARO| VY) 


MORELL CAP & TUBE VENT, INC., 1043 Carlyon Rd., Cleveland 12, Ohio 






















































ALIFORNIA 


SUGAR & WESTERN 


PINE AGENCY, INC. 
aXe) hicte) (at) AAP 
SAN FRANCISCO, CALIFORNIA 


SUGAR Pattern Lumber 
Selects and 
PIinE Shop 


California Ponderosa Pire 
Mouldings a A... sae 
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Sugar Pine Were 


ANACONDA 
COPPER 


MINING COMPANY 


Lumber Department 


BONNER 
MONTANA 

















KIRBY | 


Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 











"A Wood for Every Purpose" 
KIRBY BUILDING HOUSTON, TEXAS 











"Is it as Good as Kirby's?” 























TANNEWITZ 2°°"2" 


for Swing Saws 
) AV b S $30 to $50 A MONTH 
IN LUMBER AND LABOR 


30 Days Free Trial 











ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 


GRAND RAPIDS 
MICHIGAN 
OEPT 4 





ASS 
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OAK .@ BEECH @_- PECAN 








“Mt. Vernon” is the home-mark of customer 
satisfaction. Made from top-quality lumber, 
carefully manufactured and graded, you 
get guaranteed quality from every shipment. 


ALSO BAND SAWN HARDWOODS 





Latest Equipment: Dry Kilns, 
planing mill and flooring plant 


send us your inquiries 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 

















NEW TEPEE FOR MOHAWK 


(continued from page 35) 


—and results prove—that giv- 
ing the down payment is most 
effective since the customer can 
visualize the purchase in terms 
of a day’s or a week’s pay. 

One of Mohawk’s most suc- 
cessful sales devices has been 
a pocket-size repair and re- 
modeling guide that it sells for 
just 10c, well below actual cost. 
The guide is usually mentioned 
in the firm’s newspaper ads and 
the resulting spurt in store 
traffic has more than paid off. 

Dr. Fixum, Mohawk’s 15- 
minute television show, began 
this week as the new store 
opened. The production is on 
film and is expected to prove 
extremely successful. Direct 
mail and radio are used only 
occasionally. 


Selling plumbing is impor- 
tant to Mohawk and last year 
sales reached well over $200,- 
000. The company encourages 
the consumers to do the work 
themselves, and both stores 
have unique demonstration dis- 
plays. Mohawk has mounted all 
the plumbing elements of a 
typical small home high on the 
wall and connected below all 
necessary pipes. A prospect can 
actually see just how to con- 
nect the plumbing fixtures at a 
glance. 

The new store will feature 
the many knock-down items 
produced in Mohawk’s well- 
equipped mill. Included will be 
work benches, children’s furni- 
ture, lawn chairs, ete. John 
Michalski, mill superintendent, 
suggested the furniture idea to 
use the scrap materials derived 
from the normal production of 
doors, windows and other mill 
work. As John says, “like the 
packing industry, we use every- 
thing but the squeal of the pig.” 
Mohawk advertises these pre- 
cut furniture specialties in na- 
tional magazines and at last re- 
port had sold, for example, 
30,000 picnic tables. 

The mill also produces Mo- 
hawk’s every successful pre-cut 
economy houses, which are 
widely used as lake cottages. 
Ranging in price from $645 to 
$845, the building is so easy to 
erect that Mohawk advertises 
that “All you need is a ham- 


” 
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Classified 
Advertising 


All ads for classified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge §2.00 
Rates: 
1 Time —10c per word for each insertion. 
Minimum charge of 50c per line. 
3 Times —9c per word for each insertion. 
Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times —7c per word for each insertion. 
inimum charge of 35¢ per line. 
For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when legs are specified 
or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 
AMERICAN LUMBERMAN 6 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, II. 





HELP WANTED 


WANTED—City Salesman for large Retail 
Yard in Iowa. Lumber and Building Material 
Experience needful. Job open now. Reply in 
own handwriting and state salary require- 
ments. Address Box Z-26, American Lumber- 
man, Inc. 








LUMBER YARD MANAGER 


Opening for live wire yard manager with old 
established line yard company. Base Salary 
plus percentage of profits. Central Western 
Iowa city of about 7,000. Please give all de- 
tails in letter. Confidential. Address Box 
Z-20, American Lumberman, Inc. 





WANTED: In our General Office in Dubuque, 
Iowa, a draftsman competent to take off com- 
plete material lists. specifications, draw plans, 
etc. SPAHN & ROSE LUMBER CO., Dubuque, 


Iowa. 





MILLWORK ESTIMATOR—must be experienced 
in taking off and pricing millwork require- 
ments from blueprints for company located 
in Illinois. Write stating age, experience 
and salary desired. Address Box Z-28, Amer- 
ican Lumberman, Inc. 





EXECUTIVES—ARE YOU CONTEMPLATING 
A CHANGE? Then why trust to luck in lo- 
cating your new position? Let us tell you 
about our service which is an economical, 
effective and confidential method of opening 
the door of opportunity with the right em- 
ployer. We can help you locally or at distant 
pein. Full details without obligation. HINES 
XECUTIVE SERVICE, 5355 W. North Ave., 
Chicago 39, Illinois. 





Production Manager for large special millwork 
plant in South. Exceptional opportunity for 
thoroughly experienced executive with top 
previous record. Write fully Box Y-47, Amer- 
ican Lumberman, Inc. 





Wanted: Millwork estimator capable of taking 
off quantities and pricing millwork from 
plans and specifications. Kindly give us age, 
stating experience and salary desired. Plant 
located 150 miles from Chicago. Address 
Box Y-25, American Lumberman, Inc. 





RETAIL LUMBER OFFICE SALESMAN 
Old established Florida concern wants to 
employ Estimator and Office Salesman ex- 
erienced in Retail Lumber and Building 
aterials. Send complete information first 
letter. Address Box Y-24, American Lum- 
berman, Inc. 





Excellent opportunity for a well qualified esti- 
mator and building material salesman. Give 
pay experience and references. STONE 
UMBER COMPANY, Box 557, BRISTOL, TENN. 





June 





HELP WANTED 


Well financed retail lumber company in 
Central Indiana selling full line of building 
material, including custom milwork,. will be 
pleased to correspond with man thoroughly 
trained in every phase of lumber business, 
including package selling, such as 
Guild Plan. Must be competent to take over 
management after a trial period. Reason. 
able salary with share of profits. May buy 
interest in business. Address Box Z-29, 
American Lumberman, Inc. 








SITUATIONS WANTED 


MILLWORK-DETAILING 
Let a group of experienced millwork detzcil- 
ers with 30 years experience, commercial and 
residential, do your detailing. Cost reason- 
able. Results guaranteed. Address Box V-7]1, 
American Lumberman, Inc. . 





Estimater, detailer and biller wishes chanze. 
Fifteen years experience. Available soon, 
Address Box Z-30, American Lumberman, Inc. 


Millwork — Lumber Estimator—Biller—Detailer 
—Service Work. Detroit area experience. 
Address Box Z-27, American Lumberman, Inc. 


Thoroughly experienced in special millwork 
detailing. billing, listing, some estimating, 
management, supervision, know machines, 
bench and men. Able to direct others. Sober, 
reliable. Can give references. Address Box 
Z-21, American Lumberman, Inc. 


As Lumber Buyer-Grader-Salesman. Experi- 
enced, fully bilingual—age 24, single. Gradu- 
ate N.H.L. Assocation Training School at Mem- 
phis, Tenn., Quebec Forestry School, Duches- 
nay, in log scaling, lumber manufacture and 
grading, also S. C. in kiln drying at North 
Carolina State College. Available July 15. 
Write: L. W. Hird, Jr., Box 15, Thurso, Quebec, 
Canada. 


Competent estimator with excellent record 
both stock and special woodwork, desires 
change to permanent position. Address Box 
Z-22, American Lumberman, Inc. 


Lumber Inspector, wide experience, grades, 
manufacture and shipping. West Coast 
Species. Furniture. Some Hardwood. Seeks 
buying position with reliable wholesale firm. 
Have some good connections. Address Box 
Y-26, American Lumberman, Inc. 





WANTED 
SALES REPRESENTATIVES 


MANUFACTURERS REPRESENTATIVES 
WANTED 


Representatives Wanted — Manufacturer of 
standard and special hardwood millwork— 
especially oak and maple—looking for sales- 
men with following in the industrial field and 
in lumber yards. Substantial commission— 
protected territory. Address Box Y-29, Amer- 
ican Lumberman, Inc. 





Large nationally known lumber corporation 
shipping all species Western, Eastern, South- 
ern lumber has as opportunity in 
various territories for high-type manufac- 
turers’ representatives calling on lumber 
ards and large industrials. Address Box 
-43, American Lumberman. Inc. 


Wanted—Manufacturers Representatives now 
selling to retail. lumber yards to sell our line 
of corner China Cabinets. Write Harris Prod- 
ucts, Inc., Amherst. N. H 





SALES REPRESENTATION 
AVAILABLE 


Additional volume lines desired by manufa-- 
turers representatives with main office in Bos- 
ton. We cover New England and offer steady, 
experienced coverage to Building Supply ap 
Hardware Wholesalers, and Lumber and 





Building Supply retailers. Address Box Y-43, 
American Lumberman, Inc. 
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BUSINESS OPPORTUNITIES 


BUSINESSES FOR SALE 





CANADIAN REPRESENTATIVE 

with many years experience in wholesale, 
export, manufacturing, etc., hardwoods, soft- 
woocs, desires contact progressive whole- 
salers, with the view of developing a sub- 
stantial trade. Willing participate with in- 
vestmment. Offices available. Address Box 
y-30. American Lumberman, Inc. 





_—_— 


FRYE CATALOG—LUMBER BUSINESSES, 
Farms, Ranches, income property for sale in 
California, Arizona, Nevada, New Mexico, 
Oregon, Utah, Texas. Contains names, loca- 
tions gross, lease, rent. price, etc. Specify 
business or property desired and we place 
your request in Special Service Bulletin sent 
to owners. No obligation. Write for Catalog 
No. 303, National Business & Property Ex- 
change, 4101 W. 3rd St., Los Angeles 5, Calif. 





Wanted Orders for Wood Working Factory. 
We have capacity of making millwork of all 
kinds, especially Door & Window Frames, 
Windows, Storm Sash & Screens, Cabinets of 
al! kinds. Set up for large production of 
overhead garage doors. Send your specifica- 
tions and inquiries to: 
Antigo Building Supply Co. 
P. O. Box 421 


Antigo, Wisconsin 





Southern California Lumber Yards For Sale. 
Advise total amount investment desired. 
Twohy Lumber Co. (Brokers), 714 W. Olympic, 
Los Angeles 15. 





LUMBER & DIMENSION 
WANTED 


WANTED—Quotations FOB your plant on car- 
loads 4/4 air dry, No. 2A btr. S2S&resawn 
RW &' RL cottonwood. Address Box Z-23, 
American Lumberman, Inc. 








WANTED TO BUY— 
MISCELLANEOUS 


STEEL RAILS WANTED 
Any Quantity — Any Size 
Secure our price before selling 
MIDWEST STEEL CORPORATION 
Charleston, W. Va. 








RAILS WANTED 
Any weight—Any tonnage 
; W. H. DYER CO., INC. 
2111-A Railway Exch. Bldg., St. Louis 1, Mo. 





“MISCELLANEOUS—FOR SALE 


Advertising Yardsticks 
Basswood and Hardwood. Reasonable prices, 
Prompt delivery. F. M. Mosedale Co., P. O. 
Box 48, Geneva, Illinois. 








CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis, Minn. 


___ BUSINESSES FOR SALE 


A good, small retail lumber business in Iowa 
farming community. Reasonable inventory of 
food: substantial stock. Owner died, leaving 
5 years of good will. Address Box Y-37, 
American Lumberman, Inc. 














Lumber Yard and Building Supplies. Fine 
ocation. New Buildings well laid out. Good 
trade in territory with plenty of Industries 
where people make good money. 20 miles 
from Buffalo, N. Y. Feitshans Lumber Co., 
Inc., Akron, New York. 


Burtpinc Propucts MERCHANDISER 


FOR SALE 
A successful and well-established retail lum- 
ber business in the Central Midwest with 
sales well over a million dollars. Leader, 
not only in its community, but in its area. 
Can be purchased on a basis of inventory 
and equipment. Willing to lease buildings 


and tracks. Will only deal direct with 
buyer. Address Box Y-36, American Lum- 
berman, Inc. 





FOR SALE—California Lumber Remanufactur- 
ing Plant, Los Angeles County, near Long 
Beach-R.R. Spur, three acres Granite paved 
on Main Blvd. Intsec. Well suited to retail 
sales or wholesale distrib. Complete plan- 
ing mill—steel building—burner. No lumber 
inventory—Mill Equipment may be pur- 
chased with or without land—Low price for 
cash. WALLACE MILL & LUMBER CO., PO 
Box 27, Clearwater Sta., Paramount, Calif. 
Courtesy to Brokers. 





For Sale: Building material business in live 
western Montana City. Address Box Z-25 
American Lumberman, Inc. 





Gulf Coast profitable old established retail 
yard, doing over 1/4 M annually. Fast grow- 
ing community, owner retiring. Address Box 
Z-24, American Lumberman, Inc. 





Retail lumber and building materials North- 
western section New York State on main 
street with R. R. siding. sheds in excellent 
condition. Store 1000 square feet—recently 
remodeled. Address Box Y-4l, American Lum- 
berman, Inc. 





PROMPT SHIPMENT 





Building Paper (36”—500 sq. ft.) 


King Naiis Bags—(larger opening) 
Twine (for tying lumber) 


Siding Corners (including 5 in.) 
Aluminum Nails (in boxes or bulk) 
Joist Hangers 

Cross Bridging 


Flashing Shingles 
Tel-o-posts 


Wall Ties 
Area Walls 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 





LUMBER & DIMENSION 
FOR SALE 


Kiln Dried Douglas Fir Industrial Clears. all 
sizes, from our plant. 

Millwork Blanks Cut Stock 
Ladder Rails & Parts Mouldings 

Your inquiries answered promptly. 
Al Cl ts Lumber Co. 
PO Box 908 
Eugene, Oregon 








TWX EG 049 Tele. 5-3317 





GLUED-UP PONDEROSA PINE 
Any widths up to 84” in length, Electronic, 
waterproof glue. Stock Clear one face two 
edges or Clear four sides, sanded 4/4, 5/4, 
6/4 and 8/4. Will also glue up Commons. 
Send us vour specifications for quotations. 
Reply P. O. Box No. 5236, Detroit 35, Mich. 





Large stock at all times of kiln dried genuine 
Araucaria Brazilian Pine Lumber—mostly full 
6/4 and 4/4 rough. Also quotations on di- 
rect shipments from Brazil—carlot and larger 
shipments available. BORDERLAND WOOD 
—- COMPANY—ROUND LAKE, ILLI- 





PLYWOOD CUT-OFFS 
1/2", 5", Mostly Exterior 


34°", 
Quantity Orders Only. 
Address Box Y-34, erican Lumberman, Inc. 


~ 





TIMBER & TIMBERLAND 
FOR SALE 


16.300 ACRES TIMBER & LAND FOR SALE 
N.E. North Carolina. 5000 acres has 12,000,000’ 
saw pine. Timber on balance has thick 
growth young pine. Price only $25 per acre. 
Address Box Y-33, American Lumberman, Inc. 








USED MACHINERY FOR SALE 





FOR SALE 

Two Model 16 HT Ross Lift Trucks with 24° 
Lift, 54’’ Forks, adjustable side-shifting car- 
riage, operators guard with all standard 
equipment other wise added. Machines in 
splendid shape—now being used regularly, 
available because of switching stacking pack- 
age standards. Huss Lumber Company, 2301 
N. Racine Avenue. Chicago 14, Illinois. 





Logging Equipment 

Diesel Caterpillar ‘‘35‘’ with winch and de- 
I III, or. 56s nessrccemnucwae $3250.00 
Diesel Caterpillar D6 with winch..... $2950.00 
Diesel Caterpillar D4 with angledozer and 
os jena fone 950.00 
Diesel’ International TD9 with Carco winch 
siescevsvere toes eaReaieieis Week cloacae Stes esi See oe $2950.00 
All rebuilt and guaranteed. 


O. C. Evans, Mt. Sterling, Ky. 





1—ROSS Series 90, STRADDLE CARRIER com- 
pletely rebuilt and guaranteed. 


LAWLER COMPANY 
Durham Ave., 


Metuchen, N. J. 6-0245 





FOR SALE 
30,000 capacity Sawmill & Planer Mill and 
Moore Cross-Circulating Steam Dry Kiln. 
Discontinued operation. Priced right. 
M. B. Hampton, Naples, Texas 





BOOKS FOR SALE 





WOOD STRUCTURAL DESIGN DATA. Com- 
piled by National Lumber Manutacturers’ 
Association. Information on physical, chem- 
ical. and mechanical properties of wood, and 
tables showing how to determine the correct 
size of member, also on standard sizes, meas 


urements, and trade terms. Price $2.50. 


HANDY LUMBER CALCULATOR. A usetul 
pocket size manual including a lumber cal- 
culator for standard sizes, log rules. esti- 
mated weights of lumber and useful miscel- 
laneous lumber tabulations. Price 50 cents. 


DOUGLAS FIR USE BOOK. Issued by West 
Coast Lumbermen’s Association. Enables ar- 
chitects and engineers to find the correct size 
of beam or post for given span or load by 
reference to its comprehensive data tables. 
Also a section on use of connectors. Price 


$1.50. 


SCRIBNER’S LUMBER AND LOG BOOK. .a- 
dispensable for lumber merchants, sawmill 
men, etc. Vest pocket size of 1950 pages. 
giving tables on scantling and plank meas- 
ures, round timber reduced to square timber 
and round logs reduced to inch measure by 
Doyle’s Rule. log tally calculations, and other 
valuable information. Price $1.00. 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St.. Chicago 2, Ill. 


73 











ROBIN HOOD > 
OAK FLOORE 






Picture of WR a a 
a Best Seller in OAK FLOORING! 


We invite you to get acquainted with popular Robin Hood Brand 
Oak Flooring — produced from fine, soft-textured kiln dried oak 
stock. Manufacture is unexcelled. Note the nail groove and double 
ploughed back with center support, designed to minimize cupping 
ond assure a smooth, even floor. Every foot of Robin Hood Oak 
Flooring is produced and graded according to NOFMA standards. 


We are also wholesalers of Southern Yellow Pine, Hard- 
woods and Tidewater Red Cypress. Consult us on your 
requirements. 










LuMBER COMPANY 


Sole Distributors of Robin Hood Brand Oak Flooring 
Summerville, South Carolina 
Phone 8212-3 P. O. Box 903 
Manufactured by Meridian Wood Products 
Corp., Meridian, Miss. Carolina Hardwood 
Flooring Corp., Summerville, South Carolina 


2mm-ROIN HOOD BRAND OAK FLOORINS—P> 











Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. 


DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—Can Load 19 Cars 
Under Roof. Assures you quick 
Shipment Regardless of Weather. 








THERE iS NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 





The Ralph L. 


MITH 


Mills at Anderson & Canby, California 
Sales Office: Anderson, California 
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You can always count on Young Flush Doors 
to keep your contractors happy—our 

other dealers confirm that their customers 
are highly satisfied. This not only means 
increased business as the contractors 

keep coming back for more, but also means 
the building of a solid reputation for 
handling good lines. 
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67 
63 
65 
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70 


So you'll get a bigger turnover and have 
fewer troubles when you handle Young— 
the most beautiful flush doors available. 
Of course you can get them only 
through recognized distributors. Write 
or wire us collect for the name of the 
distributor in your area. 


. 18 








— precision-made 
with great stability ... 3 ply 
faces, of course, and kiln dried 


soft wood frame... Insulite core. 


—if found defec- 


tive in any way will be replaced 
71 


without question. 
40 -domestically man- 


wtens tn ene ufactured plywoods used exclu- 


63 


sively; birch, gum and mahogan 
and complete guarantee make . . viginad 


44 in stock— other hardwoods on re- 


a satisfied customers with repeat quest. Our principal suppliers are 


recognized as foremost in ply- 
deal for you. wood manufacturing. 


business that adds up to a better 
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an 45240 Grand River Avenue P.O. Box 166 ~=Novi, Michigan 
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aged units 


' HASKO 


Ready Hung door unit " 
is here to SAVE! — 


~~. 


Now you can sell a door that can be hung using 
only a hammer, nails, and a level. A patented 
crating method brings the unit to you complete, 
with joints square and tight. 





The door is hung in the frame on 2 butts. Lock, 
stop, trim — everything is factory made and 
assembled. With only 2 parts to handle, the car- 
penter merely slips them into the opening and 
nails the unit to the wall. 


\ >> — iN 
Slip first half into | Check plumb, shim, and Slide. other half into 


opening. ' nail first half to wall. — — nail 
‘oO wall. 





These features make Hasko Ready Hung 
first choice across the nation — 


Savings. The unit can be installed in twenty minutes or less. Completion 
time is speeded while costs are cut. Doliar savings multiply with every 
unit you install. 


One package stocks the complete door and frame. One order fulfills all 
door hanging needs. One delivery gets all the pieces to the builder intact. 


The doors are famous Hasko hollow-core, flush doors. Warp-resistant and 
beautifully made they insure complete customer satisfaction. 


Write for catalog. Sold through established wholesalers. 


HASKELITE MFG. CORP., Grand Rapids, Mich. 











